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OKLAHOMA .. . For bank auditors and comptrollers, barbecued meat, a solid convention 
(See THE PERSONALITY SPOTLIGHT . .. Pace 33) 
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Banks that specify “checks on La Monte paper” 
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ay their customers an unspoken compliment, for 
fl ee d P P 2 @ For Samples of La Monte Safety Paper see your 
“| La Monte Safety Papers have long been recognized ‘ é : § 
Lithographer or Printer—or write us direct. 
j as the hallmark of quality in check protection. 


: SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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_ ACheck Paper All Your Own 
“Why not follow the lead of America’s out- 
standing banks and corporations? Let us 
peas: your trade-mark in the paper 
h INDIVIDUALIZED check paper pro- 
um protection against altera- 
tion and counterfeiting—saves banks 
sorting time — helps ~~! errors. 
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ir bus card, to promote installment credit 


Bankredit 


Strs: Enclosed is a photograph of a 
long, double-sized bus card that we are 
using along with billboards as part of a 
new and aggressive campaign to. promote 
all forms of installment credit. 

The wording, “Rolling to You,” is in 
yellow on a blue background. The auto- 
mobile is in green and the appliance in 
white. The bull’s-eye at the right is red 
with white lettering, and the bank name is 
red against a white background. 

HERBERT E. VEDDER, 

Advertising Manager, 
The National Bank of 
Commerce of Seattle, 
Seattle, Washington 
. ¢ + 


Photo-Mural 


Strs: The trust department of the 
Wachovia office in Asheville recently 
occupied newly remodeled quarters featur- 
ing an attractive photo-mural. 

The mural shows a typical western North 
Carolina section, in which our Asheville 
office is located. The scene is of the pic- 
turesque Nantahala Gorge and the famous 
Mount Mitchell range. The mural occupies 
virtually the entire side of the trust 
department, and is strikingly realistic. 

W. E. SINGLETARY, 

Public Relations Department, 
Wachovia Bank and Trust Company, 
Winston-Salem, North Carolina 
- . + 


Public Good Will 


Strs: Just recently a subcommittee of 
which I have the honor to be chairman, 


meeting in Louisville, decided that the 


- best way for our banks to gain the good 


will of the public is through action, through 

modernizing and increasing our services to 

reach a greater number of people every- 

where. 

ARTHUR R. FurnIsH, 
Vice-president, - 
The Louisville Trust Company, 

Louisville 1, Kentucky 
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Village Banking 


Strs: Congratulations to the Sunset 
Bank and Trust Company, Sunset, Loui- 
siana, whose story appeared in your August 
issue as a unique small-town bank. 

We believe that Powhatan, Virginia, 
also boasts a unique, small-town bank. 
The Bank of Powhatan was organized in 
1922 and had totals of about $70,000 when 
the writer first came to the bank in mid- 
1923. Today, it has totals of $4,175,000. 

In 1923, Powhatan Village could boast 
a population of 125, and of only one or two 
homes that had been painted within five 
years. The population of the village today 
is approximately 225, and the population 
of the county is 5,500, of which about 
49 per cent is Negro. 

As soon as FHA improvement loans were 
possible, we made many of them in this 
and adjoining communities. We found 
them a most satisfactory source of income, 
and the homes of our county now show 
the effects of these loans. We have today 
a very attractive village, and the homes of 
the county are well-lighted and many have 
all modern improvements. 

Our deposits total $3,856,191, and our 
loans $1,678,571. The latter consist of 


Trust department mural of the Mount Mitchell range 
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loans under the G. I. Bill, notes with en- 
dorsements or collateral, monthly pay- 
ment loans and loans on country and city 
real estate. We recently increased our 
capital by $25,000 and now have a total 
capital account of $250,000. 

For three years, the writer did not have 
any help, not even a janitor. Neverthe- 
less, he visited every home possible after 
banking hours and at night. We have 
grown steadily and have taken care of 
every legitimate need of our community. 
W. R. Parker, Cashier, 

Bank of, Powhatan, 
Powhatan, Virginia 
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THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 


STATEMENT OF CONDITION, SEPTEMBER 30, 1946 








RESOURCES 

Cash and Due from Banks . coe « «  s St 257 eeer eee 
U. S. Government Obligations. a ites a 2,388,788,164.93 
State and Municipal Securities . Bae? yf 159,182,713.24 
Coed Geceritieg . ti es . is 182,488,946.22 
Loans, Discounts and Bankers’ ieee 1,087,026,158.95 
Accrued Interest Receivable . 11,908,087.96 
Mortgages ee ea rte 7,951,334.84 
Customers’ Aiieaeiaes Liability 1 oe ee 10,447,370.26 
Stock of Federal Reserve Bank. . . .... ’ 7,500,000.00 
e.g ye a, ee 8 32,944,779.34 
Ce a ee a ae ee ae ee ee ee 1,507,295.65 
RRR aS ge ge cee ae ae ro 2,783,923.52 

$5,010,435,527.60 


LIABILITIES 





Capital Funds: 


Capital Stock . . . « « $111,000,000.00 


| er er 
Undivided Profits . . . 


139,000,000.00 
62,102,303.58 











$ 312,102,303.58 








Dividend Payable November 1, 1946 . Aes 2,960,000.00 
Reserve for Contingencies . i ee 15,144,344.13 
Reserve for Taxes, Interest, etc. ° ; 14,789,860.79 
Deposits . a a meray Shee 4,642,025,138.07 
Acceptances Outstanding - $ 15,714,674.17 
Less Amount in Portfolio. 3,896,411.08 11,818,263.09 
Liability as Endorser on Acceptances 
and Foreign Bills ini lies, Sg: 1,813,358.49 
Copia «oka. so ee OS SS es 9,782,259.45 
$5,010,435,527.60 








United States Government and other securities carried at $660,464,340.00 are pledged 
to secure U. S. Government War Loan Deposits of $359,090,263.76 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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In the TREND of BANKING. 





Sellers’ Market for Credit 
is Foreseen 


Based on an increase in the demand for 
credit in relation to.the volume of funds 
available, and the rising trend of interest 
rates, the economy appears to be moving 
toward a sellers’ market for credit after 
12 years in which a buyers’ market has 
prevailed. 

At least this is the viewpoint of Murray 
Shields, vice-president and economist of 
the Bank of the Manhattan Company, 
New York City. 

He predicts that the transition in the 
money market will be caused by such fac- 
tors as a high average physical level of 
production, an intensification of competi- 
tion with an increase in business risk, a 
high degree of instability, a generally higher 
average level of prices than in the 1930's, 
and adoption of anti-inflationary monetary 
policies by banking and monetary authori- 
ties. 

Furthermore, Mr. Shields contends that: 
“The demand for bank credit is likely to 
increase to finance export trade, to supply 
the funds for a rise to a new all-time high 
in consumers’ credit, to supply the con- 
struction loan funds necessary when the 
building industry is active and to meet the 
increasing needs of business corporations 
for additional funds to expand inventories 
and accounts receivable.” 

Increased spread. One important re- 
sult, Mr. Shields believes, will be an in- 
crease in the spread between various types 
and qualities of credit. He points out: 
“During recent years, under the influence 
of prolonged easy money conditions, the 
differential in yields between prime and 
second grade credits, both in the bond 
market and bank loan market, has been cut 
to an abnormally narrow spread. This 
tendency is likely to be reversed in the 
period ahead and the market for second 
grade bonds would appear particularly 
vulnerable. 

“In the mortgage loan . market, the 
quoted rates may not rise very much, but 
the elimination of fee absorption and of 
premium payments by the buyer may raise 
the effective rate.” 

On the Federal fiscal front, Mr. Shields 
expects that inflationary pressures will 
force the abandonment by the Federal 
Reserve of its commitment to buy un- 
limited amounts of Treasury certificates in 
order to hold down the rate on them. He 
also anticipates that the Treasury will 
correct the unbalance between long and 
short maturities by offering of fairly large 
amounts of long-term securities. 
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Record F. A. A. Convention 


New highs in attendance and member- 
ship were announced at the 3ist annual 
convention of the Financial Advertisers 
Association, held in San Francisco, Octo- 
ber 7-10. 

Outgoing President Dale Brown stated 
that 550 delegates were registered, repre- 


Seated: GOODENOUGH, LINDQUIST. 





Standing: CRAWFORD, PRICE, DE LAITTRE 


New elective officer group which will pilot the F. A. A. 


senting banks and other financial advertis- 
ing interests in 39 states and Canada, the 
largest convention attendance in the 
association’s history. F. A. A. membership 
at convention time totaled 1,138, a gain of 
15 per cent over last year. 

An impressive array of speakers, headed 
by C. W. Bailey, the new president of 
A. B. A.,, filled a well-rounded four days 
program that ranged from breakfast ses- 
sions starting at 7:45 A.M. to evening 
dinner meetings. In the four depart- 
mentals and nine clinics on specific adver- 
tising and public relations problems held 
in the afternoons, there were two innova- 
tions this year—a new departmental on 
consumer credit and a new clinic on market 
research. 

At the opening session, delegates were 
welcomed on behalf of the host banks by 
Lou E. Townsend, vice-president, Bank of 
America, and on behalf of the State of 
California by Charles G. Johnson, State 
Treasurer. 

Future projects. The vice-presidents 
who direct committee functions under the 
F. A. A. organization setup reported that 
several new projects would be initiated 
during the coming year. 

A committee is now engaged in exploring 
the possibilities of a national advertising 
campaign for banks. To make this activity 
possible the co-operation of other bank 
groups must be enlisted. Its sponsors feel 
that a campaign of this kind-can play an 
important part in building favorable public 
relations. 


Another committee is working on a 
project to establish an institute of public 
relations, which will probably be installed 
at some university. 

Plans are also under way to institute a 
visual education program, to produce slide 
films and movies for internal development 
in banks, and particularly for the training 
of personnel in customer and human rela- 
tions. In time it is hoped to have a library 
of these films, similar to the three shown at 
the convention sessions. — ’ 

A committee has been named to explore 
the field of market research. The war 
years have brought about considerable 
shifts in population, social changes and up- 
grading of family incomes for large groups 
of wage earners. As builders of business 
for banks, the F. A. A. would like to have 
more factual information about potential 
customers and how these many changes 
affect plans for bank advertising and 
promotion. 

During recent months the subject of 
farm banking has been given serious atten- 
tion through the F. A. A. Bulletin. Plans 
call for an extension of this new activity. 

New officers. At the annual business 
meeting, Swayne P. Goodenough, vice- 
president, Lincoln Rochester Trust Com- 
pany, Rochester, New York, was elected 
president. He moved up from first vice- 
president of the association to succeed Dale 
Brown, assistant vice-president, The Na- 
tional City Bank of Cleveland. 

Robert Lindquist, assistant vice-presi- 
dent, American National Bank & Trust 
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A buffet supper was included in country bank’s program of increasing shareholder aid and understanding 


Company of Chicago, was advanced from 
second to first vice-president. 

Allen Crawford, vice-president, Bankers 
Trust Company of Detroit, who has been 
third vice-president, stepped up to the 
second vice-presidency. 

In line for the presidency three years 
hence is John de Laittre, vice-president and 
treasurer, The Farmers & Mechanics Sav- 
ings Bank. of Minneapolis, who. was named 
third vice-president. 

Elected as the new treasurer was Chester 
L. Price, advertising and publicity man- 
ager, City National Bank & Trust Com- 
pany of Chicago, succeeding Fred W. 
Mathison, vice-president, National Security 
Bank of Chicago, who has guarded F. A. A. 


finances for the past 14 years. Preston E. 
Reed continues as executive vice-president. 

Following the San Francisco convention, 
the delegates spent two days seeing scenic 
points of interest in Southern California 
under the guidance of John R. Christie, 
assistant vice-president, Citizens National 
Trust & Savings Bank, Los Angeles. 
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Program for Soliciting 
Shareholders’ Co-operation 
The Butler Savings and Trust Company 


of Butler, Pennsylvania, recently concluded 
a four-day program which has added 









PROVIDING NATION-WIDE 


AMOUNT COMPANY 





Indicative of its contribution to the progress of this area, Halsey, Stuart & Co. Inc. 
has participated as an original underwriter in more than 190 bond issues, totaling about 
$1,800,000,000, of representative corporations of the Middle Atlantic States. 


REPRESENTATIVE ISSUES 


ISSUE MATURITY 
$34,000,000 THE BROOKLYN UNION GAS COMPANY Gen. Mtge. 274% 7-1-76 
48,000,000 CENTRAL NEW YORK POWER CORPORATION Gen. Mtge.3% 10-1-74 
15,000,000 HACKENSACK WATER COMPANY First Mtge. 258% 3-1-76 
23,000,000 METROPOLITAN EDISON COMPANY First Mtge. 434% 3-1-68 
25,982,000 NEW YORK CONNECTING RAILROAD CO. First Mtge. 274% 10-1-75 
50,000,000 NEW YORK POWER AND LIGHT CORP. First Mtge. 234% 3-1-75 
23,500,000 PENNSYLVANIA ELECTRIC COMPANY First Mtge. 234% 6-1-76 
15,000,000 PUBLIC SERVICE ELECTRIC AND GAS CO. First & Ref. 3% 5-1-72 
23,500,000 SCRANTON-SPRING BROOK WATER SERVICE CO. First Mtge. 274% 3-15-76 
12,500,000 WEST PENN POWER COMPANY First Mtge. 3% 5-1-74 


First of a series of advertisements featuring excerpts from our brochure “Providing Nation-Wide 
Investment Capital 1903-1946,"’ copy of which will be mailed upon request. 


INVESTMENT CAPITAL 


PENNSYLVANIA 





HALSEY, STUART & CO. Inc. 








greatly to its shareholders’ understanding 
of bank operations and should be bene- 
ficial from a new business standpoint, 

The story comes to us in the words of 
Mr. J. B. Grieves, executive vice-president 
of the Butler bank. 

“The shareholders were divided into 
four groups, numbering between 95 and 100 
in a group. Each was invited to come to 
the bank at six o’clock on succeeding 
evenings, Monday through Thursday, 
when they were conducted on a tour of the 
institution and several operations tak- 
ing place in the bank’s daily business were 
demonstrated and explained. (Here it 
should be added that each operation was 
explained in detail, for we believe that 
many bankers take too much for granted 
when they endeavor to tell their public 
about the operations of a bank. Believe 
it or not, we had to ‘nudge’ our guests to 
keep them from spending too much time 
in analyzing the various procedures.) 

Buffet supper. “Following the demon- 





Daily operations were explained 


stration, which included operations such as 
bookkeeping, safe deposit, loan records, 
etc., a buffet supper was served in the 
lobby of the bank and the shareholders 
were encouraged to join with the officers 
and employees in the promotion of busi- 
ness for the bank. 

“A souvenir was given to each share- 
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A Partial List of 
Bankers Trust Services to Banks 


Bond Portfolio Analysis 


Collection of Notes, Drafts, Coupons, Ma- 
tured Bonds and Other Items (Domestic 
and Foreign) 


Collection of Par and Non-Par Checks 
Commercial and Travelers Letters of Credit 
Commercial Paper Purchases 


Consultation on Pension and Profit-Sharing 
Plans 


Co-Paying or Exchange Agent, Co-Transfer 
Agent or Registrar, and Co-Depositary 


Credit Information 


Dealers in United States Government, State 
and Municipal Securities 


International Trade and Foreign Banking 
Facilities 
Investment Information 


Participation with Correspondent Banks in 
Loans to Local Enterprises 


Receipt and Delivery of Securities 
Safekeeping of Securities 
Servicing Loans to Brokers and Dealers 


Transfer of Funds, Remittances and Do- 
mestic Money Orders 


Trust and Reserve Accounts 





These and other specialized services are used daily by our correspondent banks. 
You are invited to discuss any problem in which you feel we can be of assistance. 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE WATERMARK IS YOUR 


BE SURE. A Does It Contain Cotton Fibre ? 


IT SAYS |i tn em 





25% -50%-75%- 100% 


> THINGS 3 | Who Made It? 








® Here’s a fool-proof method of obtaining 
quality business stationery . . . quality and 
prestige-building paper. 

® The finest papers are made from cotton 
fibre — the more cotton fibre, the finer the 
paper. Finally, it should reveal who made it 

.. like Fox River, who has been making 
fine cotton fibre papers since 1883. 

@ Ask your printer, lithographer or engraver about 
these Fox River papers: Anniversary Bond, 100% 
C.F.*, Old Badger Bond, 75% C.F., English 
Bond, 50% C.F. and Dictation Bond, 25% C.F. 
He'll be glad to recommend the correct paper for 
each of your business needs. 

* Cotton Fibre 


BOND, LEDGER AND ONION SKIN PAPERS 








FOX RIVER PAPER CORPORATION 


419-K South Appleton St., Appleton, Wisconsin 
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Now represent potential volume of over a quarter billion dollars monthly 


holder, together with an illustrated book- 
let prepared for the occasion, outlining the 
thirty-six services available at the bank. 
The meeting closed with a brief address 
to the shareholders. 

“It was pointed out that an important 
function of the bank was in the safe custody 
of the funds deposited with it, but equally 
important to the prosperity of the institu- 
tion was its ability to safely lend these 
funds. Attention was drawn to the activi- 
ties of the bank’s personnel in bringing 
information to its officers relative to some- 
one’s buying a new home, a new car, a new 
household appliance, improving their home 
by remodeling a kitchen, installing a fur- 
nace, or learning of a new business coming 
to town or changing hands, and the many 
other uses to which the services of the 
bank could be made available. 

Leads solicited. ‘Believing that the 
shareholders likewise came into possession 
of similar information, the speaker invited 
them to join with the officers and employees 
of the bank in passing such leads along to 
the bank. Appropriate cards were fur- 
nished for this purpose along with postage- 
prepaid envelopes to facilitate the return 
of such information when it came to their 
attention. The shareholders were assured 
that the officers of the bank would make 
full use of such information by extending 
the bank’s services to such parties with an 
ultimate increase in the bank’s profits and, 
ultimately, in the profits of the share- 
holders.” 

° 7 . 


Growing Momentum in 
G. I. Home Loans 


Statistics of the Veterans Administration 
indicate the increasing importance of the 
G. I. loan program in current home 
financing activity (see accompanying chart). 


From the “Federal Home Loan Bank 
Review,” and through the co-operation of 
the Loan Guarantee Service Division of 
the V. A., it is now possible to present a 
comprehensive statistical summary of home 
loans made through the end of July. 

By the end of July more than quarter of 
a million home loan applications had been 
acted upon by the Administration and 
approved for loan closing. The principal 
amount of these loans is estimated at 
more than $1.2 biliion for that period. 
Loans actually closed and disbursed totaled 
200,231, having an aggregate principal 
amounting to almost a billion dollars. 

Recently, the momentum has sharply 
increased. New applications have been 
coming in at the rate of more than 12,000 
a week, reaching a peak of over 13,600 in 
the week ending August 30. In terms of 
dollar volume, this involves potential new 
loans amounting to more than $60,000,000 
per week, or over a quarter of a billion 
dollars a month. 

As of July, the principal amount of the 
G. I. home loans closed since the program 
started has averaged $4,968 per loan. This 
may be compared with an average of 
$4,678 at the end of March, and the figure 
is still rising. In the four reporting periods 
during July, for example, the average 
principal amount of the loans was over 
$5,500. 

Guaranty of insurance by the V. A. on 
the loans through the end of July aggre- 
gated $455,000,000. This was equal to 
about 46 per cent of the cumulative princi- 
pal and averaged $2,271 per loan. At the 
end of March, the average commitment 
was $2,027. Two factors have combined to 
bring about this substantial increase: 
Most important was the increase in the 
amount which could be insured or guaran- 
teed and, second, was the larger average 
size of each loan made, as noted above. 

Veterans have repaid 1,595 home loans 
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in full on which the V. A. guarantee totaled 
$2,681,780, contrasted with 27 defaulted 
loans for which the V. A. paid $32,037 in 
guarantees to lenders. 


Sd ° ° 


On Saturday Closings 


One question upon which it is always 
possible to arouse pro and con opinion 
among banks is that of Saturdays closings. 

Slowly but surely, the trend appears to 
be in the direction of a year-round five-day 
week, especially in the larger cities. One 
indication of this was the action early this 
year of the New York State Legislature in 
extending from two to four months the 
summer period in which Saturday closings 
are permissive by statute. 

Now comes an endorsement of bank 


closings on Saturdays from Arthur W. — 


McCain, president of the Chase National 
Bank, New York City. Before a gathering 
of nearly 1,000 staff members who have 
served the bank for 25 years or more, 
Mr. McCain said that Chase had found 
the five-day week satisfactory during the 
summer months and was favorable toward 
its extension to a year-round basis if neces- 
sary legislation is passed. 

Approximately 300 of the 680 commer- 
cial banks in the state adopted the four- 
month Saturday closing policy this sum- 
mer, including all the New York City 
banks. It was believed that the New York 
State Bankers Association might poll its 
members to determine their reactions to 
such a program throughout the year. 

Some bearing on banker opinion can be 
gathered from the action last month of 
the Queens County Bankers Association, 
which went on record as being unani- 
mously in favor of Saturday closing through- 
out the entire year. The association con- 
sists of 25 members, including suburban 
banks and branches of New York City 
institutions. 
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Pension Plans Offered 
to Small Banks 


Two broad scale pension plans, which 
will provide retirement benefits for em- 
ployees and officers of banks of any size, 
have been established in different sections 
of the United States. Both of these plans 
are formulated along the same general 
lines. 

A state-wide plan is being inaugurated in 
Pennsylvania by The Pennsylvania Com- 
pany for Insurances on Lives and Grant- 
ing Annuities, Philadelphia. 

All permanent employees and officers of 
participating institutions will be eligible, 
with normal retirement to be at the age of 
65 for both men and women. The plan 
will be administered by The Pennsylvania 
Company as trustee, and purchases and 
sales of all investments will be subject to 
approval of a pension committee of three 
members elected by participating banks. 
The plan is constructed so that partici- 
pants will not be required initially to draw 
heavily on capital funds in order to pro- 
vide for past service benefits. Reserves 
which have been accumulated for an em- 
ployee or officer who does not survive to 
retirement age or whose employment ends 
before twenty years of service will be 


available to the employer in the form of a 
credit against future contributions. 

Wachovia also. Details of a similar 
plan, instituted by the Wachovia Bank and 
Trust Company, Winston-Salem, North 
Carolina, for banks throughout its area 
have been announced by Carlysle A. 
Bethel, vice-president and trust officer of 
that bank. 

Wachovia, as the trustee, will administer 
the plan in accordance with such by-laws 
as may be adopted with the approval of 
the board of directors of at least two- 
thirds of the participating banks. It will 
be a wholly-invested pension plan. 

Eligible employees of banks will be those 
who have been employed for at least one 
year and are between the ages of 25 and 55 


7 


at the time of entering the plan. As in the 
Pennsylvania plan, the retirement age is 
65 


Each participating bank will contribute 
annually the amount certified by the 
actuary and the cost of providing the 
normal retirement benefit of each partici- 
pating employee is to be payable in equal 
annual installments, as nearly as practica- 
ble and subject to salary changes, over the 
period between the date of his entry into 
the plan and his normal retirement date. 

Participation is optional with émployees 
except that it will be mandatory for those 
entering the employ of a participating 
bank after it enters the plan. Normal 
retirement benefits are payable for life 
and they begin at normal retirement date 














The First National Bank 
of Chicago 


Statement of Condition September 30, 1946 


ASSETS 


Cash and Due from Banks, . P 


-$ 428,289,675.01 


United States Obligations — Direct and fully Guaranteed, 


Unpledged, 2 ‘ ae ee 


$730,858,975.91 
Pledged—To Secure Public Deposits and 


Deposits Subject to Federal Court Order, 219,476,720.00 


To Secure Trust Deposits, . ° 

Under Trust Act of Illinois, . . 
Other Bonds and Securities, . 
Loans and Discounts, . ‘ 
Real Estate (Bank Building), 
Federal Reserve Bank Stock, . 


Customers’ Liability Account of Acceptances, 


Interest Earned, not Collected, 
Other Assets, ‘ - ‘ 








41,851,110.54 
533,840.00 992,720,646.45 
‘ ‘ ° 104,540,243.33 
° . . - 574,368,383.34 
. . . . 3,278,068.32 
. . . . 3,600,000.00 
1,795,122.91 
‘ 5,645,011.24 
. . 611,107.40 
$2,114,848,258.00 


LIABILITIES 


Capital Stock, ‘ ‘ » 
Surplus, ‘ a é 3 . 
Other Undivided Profits, . 
Discount Collected, but not Earned, 
Dividends Declared, but Unpaid, 
Reserve for Taxes, etc., . ° 
Liability Account of Acceptances, 
Time Deposits, . ° ° 
Demand Deposits, ; : 
Deposits of Public Funds, . : 


Liabilities other than those above stated, . ‘ : 


MEMBER FEDERAL CEPOSIT 


° -$ 60,000,000.00 
° ° . 60,000,000.00 
° . . 1,946,912.54 








. RIAN 1,050,898.65 
. ° : ° 1,200,000.00 
. . . 8,654, 792.16 
. . . : 1,827,982.51 
- $ 334,961,770.14 
1,384,230,985.59 
260,903,657.92 1,980,096,413.65 
71,258.49 
$2,114,848,258.00 
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In writing to advertisers please mention The Burroughs Clearing House 




















INSIGHT 


We have insight into market conditions in 44 
New York State Communities through our af- 
filiation with 19 other Marine Midland banks. 
A correspondent relationship with a Marine 
Midland bank assures you and your custom- 


ers of the availability of this information. 


Member of Federal Deposit Insurance 


Corporation 


MARINE TRUST COMPANY 


Buffalo ’s Oldest and Largest Commercial Bank 
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te Royal Bank of Canada provides complete 

and experienced banking service throughout 
Central and South America where we have been 
established for over 32 years. Our officers speak the 
language, know the people and their ways of doing 
business. They can open doors for your customers. 
Our branches in 19 of the important cities in Central 
and South America offer valuable points of contact 


in this important area. Your inquiries are invited. 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 
New York Agency —68 William Street 
Norman G, Hart — Agents — Edward C. Holahan 


Branches throughout Canada and Newfoundland, 
in the West Indies, Central and South America. 
Offices in London and Paris 
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regardless of whether the participating 
employee continues in the employ of his 
participating bank or actually retires. 


Sd Sd 4 


For a Better Understanding 
of Subsidized Credit 


Considerable banker interest has been 
attracted to “The High Road to Socialized 
Credit,” which is a detailed study of the 
extent to which the Federal Government 
has gone into the business of banking and 
finance through directly-owned or subsi- 
dized credit agencies. 

It traces the activities of 22 such lending 
agencies which in the fiscal: year ended 
June 30, 1945, loaned a total of well over 
$18 billion. The 74-page report also 
analyzes the extent and effect of free gov- 
ernment capital and tax exemption advan- 
tages. All in all, it presents perhaps the 
most complete picture yet provided of the 
size, scope and operation of the govern- 
mental credit system. 

The study was prepared by Howard 
Friend, research director, Indiana State 
Chamber of Commerce. It is being dis- 
tributed by the National Tax Equality 
Association, 231 South La Salle Street, 
Chicago 4, Illinois, from which copies 
may be obtained for 75 cents each. 
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Forum Idea for Trust 
Institutions 


To a select list of customers and friends, 
The Mercantile National Bank at Dallas 
issued invitations to attend a series of four 
forum discussions during October on mat- 
ters pertaining to estates, wills and trusts. 
Through the assistance of men highly 
qualified in law, estate building and insur- 
ance, the bank presented information 
designed to be of practical assistance to 
those attending. 

Thus at one forum meeting, a San 
Antonio attorney discussed estate taxes 
and the savings that may be effected. 
Another speaker, E. S. MacNeil, trust 
officer of The Continental Bank & Trust 
Company, New York, explained how to 
reduce unnecessary transfer and liquida- 
tion losses. In a third session, a Houston 
attorney outlined probate procedure and 
stressed the importance of a_ properly 
drawn will. The final forum, covering the 
place of insurance in estate planning, fea- 
tured A. R. Jaqua, Director, Life Insurance 
Marketing School, Purdue University. 

According to Clarence E. Sample, trust 
officer at Mercantile National, the bank 
recorded all of these meetings and plans to 
transcribe them in pamphlet form for 
general distribution. 
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Applying Market Research 
Techniques to Banking 


R. L. Polk & Co., Detroit, publishers of 
Polk’s Banker’s Encyclopedia, has com- 
pleted a midwestern survey which indi- 
cates the feasibility of banks’ adopting the 
big-business technique of consumer market 
research in finding bank service markets 
and in testing public reaction. 
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The survey is described in a film which 
shows how the,.cross-section market re- 
search techniqieé can be applied to deter- 
mining familiarity of local’ families with 
services offered by their banks. By means 
of this factual information banks may 
determine their loan potentials and learn 
of the buying plans of their home com- 
munities. - 

The method, according to H. H. Geddes, 
director of Polk’s market research division, 
is adaptable to large banks, either indi- 
vidually or collectively through their local 
clearing houses. 
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Operating Guide on 
G. I. Loans 


Easily one of the most important of 
recent A. B. A. publications is the operat- - 
ing manual on “Loans to War Veterans,” 
which describes in full detail each of the 




















Fills a definite bank need 


eight important steps that must be taken 
in making a guaranteed or insured G. I. 
loan. 

In connection with each phase, the 
manual refers to pertinent requirements of 
the law, of the regulations, and of the 
official Veterans Administration outline of 
procedure. The text is illustrated with 
sample forms properly filled in, examples of 
actual loans, and charts. The topical index 
makes the manual a practical handbook for 
rapid reference when talking with a veteran. 
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Pattern for a Community 
Promotion Campaign 


An advertising campaign saluting the 
city’s local industries was recently insti- 
tuted by the First National Bank of San 
Mateo County at Redwood City, Calif. 
It is designed to make these industries and 
their contribution to community progress 
and prosperity better known to the people 
living in the Redwood City trading area. 

The basic theme of the bank’s promo- 
tion program is “Know Redwood City.” 
It was prompted by the success the 
Chamber of Commerce has had during 
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the past several years in inducing new 
industries to locate at Redwood City, 
the county seat. 

15-month series. The campaign is 
based upon a series of regularly-scheduled 
advertisements appearing in the news- 
papers of Redwood City and the adjoining 
community of San Carlos and will cover 
a period of fifteen months. Only manu- 








SERVICE 


Maintaining an intimate, 
personalized correspondent 
bank service. 


EXPERIENCE 
Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather, than 
compete for business which 
is rightfully theirs. 


GThe 


PUBLIC 
AE CONNE 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 


MEMBER 
New York Clearing House Association 
Federal Deposit Insurance Corporation 
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Jay-DEE LEATHER PRODUCTS COMPANY, inc. 
ag . 32 Sey & 06 ee yg oi 
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There prove mata hows wth om sable watherr 


CRAFTSMEN IN LEATHER 


pee MM you've shopped for heather goods tasely, you may recogmse the 


c Jey-Dee wedemark. Perhaps you saw it ob & watched st of saddle 





¥ leather luggage ...2 billfold cur frotm race water buffalo bide. ..an 
% fe twamched beit made of smmath cordovan leather ...2 wallet styled 
Sie — in cntrch or im noted pigphin. @ 2 Theres no limit to Une imag 

PE PGS ST Pe RE RS FH ahed 


ad 





Joy Dee prosicts are wit... fine retail sores in New Yor, Dats, Chicegn, Sestie...n 
Cobfoeni, the Hawaiian Inlanda, Canada, South America, soon other countries. Afier the 
war, Jay Dec weroduced thei faunovs bee 





from the faiest @ sbeble 


saddle heather loatesd of reutorcing huggage with costamary woaden ribs, Jay-Dee veces 
fighewsight wmpered meel. @ & @ JAV-DEE LEATHER PRODUCTS COMPANY, 
INC. was founded ts 191d One bundred fifty local people are wermally employed x the 
plant. Marker value of prodocts mamsfactuccd wm 1945 was approximately $2,000,000. 
Charles Weeks is presdest and guiding spire of the Jay-Dee Company. 
























Nationa 
MOTOR BEARING 
COMPANY 


Oil seals keep lubricants 
where they belong 


stare today are an indispensable part of —  Natwxat Morum Beaune Contrary, bec, 

shuent every type of machinery —from aute- is ane of te Longest erhnive inewifeetarers of 
tanlethes. trucks aml tractors to honschold appli oft and) fui} seat in (lhe world Nearty $9 peo 
auers, When oil rab are installed on electric ple wark in the huete plant terrang «art wenls 
motors. they are ametioes as anal as one. itt more than n thansnmnt different sists. Lavt vent 
quarter of an inch in diameter... but National Netional Motor Wearing Company swhl over 
hos mate them di lange ax forty inctees in tinge PHOBNOOO wort of meals. Lheyel Suliman. pre 
toe! Io sheet, thet in Ube srapeif plonaing, ‘de dhewt, and bes rather Dwight foundest the com- 
dois iiling nk testing «2 Mo’ pany twenty-five wears age in San Franeeee. It 
tuomal Vator Beanng Company. Lue 

0nd sean aren't wow. The paneer Syaninh Calt- 
formian lashes! a strip of rawhide to the sale of 
Die rurreta to keep the tathow from wyairting wat 
Tallow kept the cart wheels running smenthly, and Arrowhead Rubber Conapany . Vernon, Calif. 
aunt the rawhinke off seal eliminated the need of Ser the dinphny of this Revlscead City industry in 
fecynent greameg of the athe the broke leatany, 


grew wy much that in 1962 the factors and gen 
etal offices were moved ty Nelwoud City where 
there was plemty of rouse far expamsien Adie 
tranall twee brane factories are uw im opera 
tion — Natmant Seal Company at Van Wert Ohi, 
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Bank makes advantageous use of campaign saluting local industries 


facturing industries are covered, no stores 
or retail lines of activity being included. 
Each advertisement tells why the business 
of that manufacturer is important to the 
community and describes its products. 
No mention is made of the sponsor in the 
body of the copy, the ads merely carrying 
the bank’s name at the bottom. 

The advertising theme is fully mer- 
chandised by the bank and these indus- 
tries. At the time of newspaper publica- 
tion, proof of each ad is enlarged for dis- 
play in the bank lobby, where the indus- 
try installs an exhibit of its products for a 
period of two weeks. Additional proofs are 
supplied to the company for displays and 
for distribution to dealer outlets. The 
Redwood City Chamber of Commerce 
also receives about 75 copies for use in 
promotion work. 
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respondent banks. 


CaPITAL $10,000,000 
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Knowledge you need 


When you have business in this area, use the 
complete knowledge of New England mar- 
kets and business conditions which this bank 
of “Outstanding Strength” has accumulated 
over more than 110 years of handling diff- 
cult and unusual tasks for customers and cor- 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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SuRPLuS $20,000,000 
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In writing to advertisers please mention The Burroughs Clearing House 





“So far we have covered about a third 
of our industrial plants,” states J. Elmer 
Morrish, vice-president of the bank, “‘and 
from the beginning the campaign created 
a great amount of interest among the 
managers and other executives of our local 
plants. It has increased local knowledge 
of our diversified industries and is building 
good will for them and the bank.” 
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Savings and Loan League 
Convention Highlights 


Guest of honor and banquet speaker at 
the annual convention of the United States 
Savings and Loan League will be General 
Omar N. Bradley, Administrator of the 
Veterans Affairs. Between 1,200 and 1,500 
delegates are expected to attend the ses- 
sions to be held November 18-22 at the 
Hotel Schroeder, Milwaukee. 

Another principal speaker will be Doug- 
las Whitlock, president of the Producers’ 
Council, who will discuss the outlook for 
home construction. 
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Consumer Credit Directory 


The long-heralded establishment of a 
nationwide consumer installment financing 
and collection service among banks has 
taken a giant stride toward reality with the 
issuance of the A. B. A.’s new 300-page 
Consumer Installment Lending Directory. 

The directory lists by states and cities 
the names of approximately 10,000 banks 
actively engaged in consumer credit oper- 
ations. It also gives the name of the indi- 
vidual in each bank in charge of this 
activity, and the types of consumer credit 
service each bank offers. In addition, a nu- 
merical key system indicates the collection 
facilities that each listed bank has agreed 
to make available to other banks. For 
example, a bank with numbers 3, 4, 5 
and 8 after its name has a complete collec- 
tion service on consumer loans and has 
agreed to co-operate on a reciprocal basis 
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in the A. B. A.’s nationwide collection 
program. The bank will send out routine 
follow-up letters and make telephone calls. 
It will receive accounts for collection on a 
reciprocal basis plus out-of-pocket expenses 
to be paid by the sending bank. More than 
7,000 banks have indicated their readiness 
to act as collecting agents for other banks 
in the servicing of out-of-state loans and of 
“skip” or delinquent accounts. 

The directory is expected to be a valu- 
able source of information not only to banks 
but also to manufacturers of products 
requiring consumer credit financing. 
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Branch Banking Pioneer 


How, when and where the branch system 
of banking was pioneered is not generally, 
or definitely, known. But, from the British. 
newspaper, The Scotsman, comes the story 
of this year’s bicentenary anniversary of 
the British Linen Bank, head offices at 
38 St. Andrew Square, Edinburgh, Scot- 
land—the story of that bank’s unique 
origin and one version of the initiation of 
branch banking systems in the British 
Commonwealth. 

In its early days, the British Linen Bank 
was not a bank at all but a chartered com- 
pany, bent upon promoting the linen 
industry. This promotion led to its open- 
ing accounts with weavers and others in 
many parts of the country, from Shetland 
to London, and this in turn brought about 
the establishment of branches. 

Recent progress. During recent years, 
despite two major wars, the bank has sub- 
stantially raised its standing and last year, 
1945, deposits showed an increase of 
£4,000,000, although there were consider- 
able withdrawals for the purpose of Govern- 
ment loans. The note circulation of the 
bank has also greatly expanded since the 
outbreak of the last war and now stands at 
£7,170,488. The number of branches now 
is about 200. 

Since 1851, The Linen Bank’s head- 











Picturesque head office, Edinburgh 


quarters, done in Palladian style, have been 
in St. Andrews Square at Edinburgh. 
Watching over the entrance from their 
two-story height are six immense allegori- 
cal figures, representing agriculture, science, 
architecture, manufacture, commerce and 
navigation, known lovingly to Edinburgh 


people as ““The Twelve Apostles,” from the 
story of the drunken Scottish cabbie who 
thus alluded to them. 

The interior is as striking as the exterior. 
On the ground floor the Telling Hall, cruci- 
form in shape and 74 feet in height, is 
lighted by a cupola, 30 feet across and 
50 feet high. On the frieze above Corin- 
thian columns and pilasters are medallions 
of well-known characters in Scotland’s 
history. 
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Drive-In Service for the 
Smaller Bank 


In many sections of the country both 
large and small banks are providing drive- 


VW 


in service windows for their customers. 
The degree of success in the service seems 
to vary with the bank’s attention to the 
prime prerequisite, traffic congestion and 
lack of proper parking space in the area. 
In Chicago, two large banks have de- 
veloped the idea until they can almost be 
called “‘motorized banks,’ while a small 
bank in a suburban Texas town has found 
its two drive-in windows to be so little used 
that the service has been discontinued. 

Initiation of the service in western Penn- 
sylvania took place at the Butler County 
National Bank. The city of Butler is 
typical of the small but busy communities 
in which the service may have a- definite 
utility. 

The window is located in the rear of the 











trial Region. 


MEMBER FEDERAL 





Alert Banking for Your Operations 
in the Great Lakes Region _ 


Central National Bank of Cleveland places 
at your disposal the experience of more than 
half a century of close co-operation with all 


types of business in the Great Lakes Indus- 


Industry and banks identified with us 
benefit from our on-the-ground contacts 
and thorough knowledge of conditions here. 
This experience may be valuable to others 
and we welcome an opportunity to serve 


your financial requirements at any time. 


CENTRAL NATIONAL BANK 
of Cleveland 


CLEVELAND 1, OHIO 


SCOEerosiT 


(INBURANCE CORPOCORATIGQN 
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*The inability to find what you have filed. 


The pre-war installation pictured here 
is that of a well-known midwestern 
manufacturer who bought them to- 
er—G /W Steel Files and Safeguard 
iling System. The saving effected has 
repaid the original investment many 
times. 


They Go 
Together... 
They Bought 

Them Together! 


G/W Packaged 
SAFEGUARD Filing Outfits 


Designed for immediate installa- 
tion in any letter size file of 1, 2, 
3, or 4 drawers, the Safeguard 
Outfit offers a prompt, effective 
cure for “Find-i-tis*”’. Every- 
thing needed—guides, folders, 
instructions—comes in one 
handy package. For larger, or 
special requirements, ask your 
G/W dealer to make a survey. 





G/W’'s Famous 
Feather-Touch 
FILING CABINETS 


Smooth, easy operation, even 
when filled to capacity . . . and 
lasting, dependable service . . . 
are the result of quality mater- 
ials, fine craftsmanship, superb 
engineering. No wonder G/W’s 
precision-built Steel Filing Cab- 
inets have always been first 
choice of discerning buyers! 


FREE “'Find-i-tis*” 
Booklet 
tells easy way to file 


Get it at your G/W dealer, 
or write The Globe-Wern- 
icke Co., Norwood, Cincin- 
nati 12, "Ohio. “Headquar- 
ters for Modern Office En- 
gineering. 
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NG EQUIPMENT AND SYSTEMS 


Bookcoses 


Stationers’ Supplies 
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Our New “Drive-In a Teller’s Window 













How to Assure Yourseli 


“Drive-In” Teller Window 























bank building. A double concrete drive 
leads from the main thoroughfare to the 
porte-cochere of the brick annex which 
houses the teller’s cage, then out to the 
street again. 

The window itself is made of bullet 
proof glass with two-way visibility. An 
amplifier system enables the teller and the 
customer to converse privately in normal 
tones. A specially designed slot, on the 
same principle as a mail box, permits the 
passage of checks and currency while re- 
maining closed, either in or out. The area 
is artificially lighted. 

The window is being used extensively on 
those days when traffic is heavy and during 
inclement weather. A _ special piece of 
advertising by the bank helps direct those 
out-of-town customers who are not thor- 
oughly familiar with Butler’s streets. 
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Key to A. B. A. Stand on 
Regulation W 


Apparently reflecting the official A. B. A. 
attitude toward Regulation W, a gradual 
relaxation of this control over installment 
lending was advocated recently before a 
convention of retail furniture dealers by 
Carl M. Flora, chairman of the A. B. A. 
Consumer Credit Committee and vice- 
president, First Wisconsin National Bank 
of Milwaukee. 

Rather than immediate abolishment, as 
some individuals and financial groups 
desire, Mr. Flora expressed the following 
viewpoint: “We believe that Regulation 
W should be progressively relaxed in rela- 
tion to the increased production of goods 
and that when production approximately 
meets the demands for goods such controls 
should be abolished in their entirety.” 

Thus Mr. Flora opposed the suggestion 
that Congress grant the Federal Reserve 
Board permanent authority to regulate the 
terms and conditions of consumer credit. 
He contended that Regulation W was 
strictly an emergency measure designed to 





meet war exigencies, and should not be 
applied under normal peacetime conditions. 


But when you need it, drive in and see how casy and trouble-free this neo service is. 
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Folder explains use of new drive-in window, directs motorists 


“Such regulations seek to substitute a 
set of rules and regulations formulated in 
Washington for the individual judgment 
of thousands of business men and bankers 
throughout the country,” Mr. Flora 
asserted. 
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Mapping Future Programs 
for Country Banks 


The question of “where do we go from 
here” will be threshed out by the A. B. A. 
Country Bank Operations Commission on 
November 18-19 at an important meeting 
in Mobile, Alabama. 

One definite project for the future, it is 
known, will be the publishing of a manual 
on the analyzing of operating costs, to 
provide smaller banks with detailed infor- 
mation on how to make their own cost 
analyses. During the past three years the 
Commission has done this work for the 
banks; now it apparently proposes to teach 
them how to do it themselves. 

Heralded as one of the most important 
topics to come up for discussion at the 
meeting will be the matter of country bank 
reserves, which has been studied by a 
special committee for the past two years. 

Some action is also expected to be taken 
on the Commission’s study of government 
bond investments for country banks. It is 
anticipated that more use will be made of 
the data which has been received from 
4,545 banks in the survey just completed. 

In addition, a new agricultural program 
for country. banks is to be formulated by 
the A. B. A. Agricultural Commission, 
meeting November 14-15 at Louisville. 
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An Innovation in Trust 
Education 


Recognizing the public’s growing de- 
mand for services of trained trust repre- 
sentatives to give competent assistance to 
the public in making estate arrangements, 
the Northwestern University School. of 
Commerce and the Corporate Fiduciaries 
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Association of Chicago, since October 14 
have been conducting a co-operative four 
weeks course in trust development. It 
is believed to be the first co-operative 
effort of this kind to be made in the 
Middle West, if not in the United States. 

It is planned to offer similar courses 
each year, making the classes open to 
trust representatives of other cities. 
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New Radio Series on 
Bank Credit Released 


A series of recorded radio programs, 
supervised by the A. B. A. and produced 
by the National Broadcasting Company, is 
now available as a means of disseminating 
information about bank credit. 

The “package” consists of thirty 4%- 
minute dramatizations, each dealing with 
a loan problem and illustrating how the 
intelligent use of a loan from a bank pro- 
vides the answer. The recordings can be 
combined with music for a 15-minute pro- 
gram, or utilized for a 5-minute broadcast 
with the bank’s announcement at either 
end. 

This first series, which will be followed 
with others, covers the following subjects: 
Mortgage loans, veteran loans, small busi- 
ness loans, farm loans, automobile loans, 
home repair loans, personal loans, home 
equipment loans, general loan services, life 
insurance loans, and collateral loans. 

In each community, the first bank or 
group of banks ordering the series will be 
given exclusive local rights to the programs. 
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Simplified Cost Procedure 
for Banks 


Based upon examination of bank cost 
procedures in actual practice, a study which 
sets forth a simplified method for deter- 
mining the costs and profitability of each 
banking service has been written by 
J. C. Gibson, associate professor of ac- 
counting at the University of Wisconsin. 
The book is entitled, A Suggested Bank 
Cost Accounting Procedure. 

This study may be obtained from the 
Bureau of Business Research and Service, 
University of Wisconsin, Madison. The 
book is priced at $1.00. 
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Timely Study of Risk 
Capital Market 


To aid the investor or the potential in- 
vestor in making a sharp analysis of the 
market for risk capital against the back- 
ground of current legislation and Federal 
regulations, Jules I. Bogen, professor of 
finance at New York University and 
editor of ‘““The Journal of Commerce’”’ has 
written a survey, The Market For Risk 
Capital. Reached by the survey is the 
conclusion that ample supplies of risk capi- 
tal on reasonable terms are available to 
American industry through private chan- 
nels, though new governmental agencies 
may be helpful to facilitate such financing 
by smaller concerns. 

. Copies of this survey, priced at 50 cents, 
can be obtained from the American Enter- 
prise Association, Inc., 4 East 41st Street, 
New York 17. 


















































































Sammy, the stamp snitcher, 
hates to buy, likes to borrow his stamps. ; 
A Postage Meter is bad news for Sammy, good news for 
folks who handle bank mail—and bankers who pay the 
postage bills! Because a Postage Meter does away with 
adhesive stamps... prints postage as needed, directly on the 
envelope .. . seals the flap at the same time . . . far faster 
than you can stick on stamps by hand!... Prints dated 
postmark, which helps your metered mail move 

faster in the postoffice; prints your advertisement on 

the envelope too, if you like . . . Postage always protected, 
automatically counted . . . So convenient, time saving, 
useful, even a small bank can afford a Pitney-Bowes 
Postage Meter! Call the nearest Pitney-Bowes 
office, or write for an illustrated booklet. 


lp 


PITNEY-BOWES Postage Meter 


(PR) Prrney-Bowes, Inc., 3107 Pacific St., Stamford, Conn. 
= Originators of Metered Mail. Largest makers of postage meters 
“> Offices in 59 principal cities of the United States and Canada 


(Reprinted from National Magazine Advertising) 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office - 55 WALL STREET : New York 





Condensed Statement of Condition as of September 30, 1946 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 




















ASSETS 
Cash and Due from Banks and Bankers....... $1,180,300,277 
United States Government Obligations (Direct 

OF ee MAURO) ow cnc ee ccc eccwces 2,494,669,000 
Obligations of Other Federal Agencies........ 39,669,206 
State and Municipal Securities.............. 203,342,413 
ad a ce eek NN ogee 102,372,972 
Loans, Discounts, and Bankers’ EEN: — 953,063,063 
Real Estate Loans and Securities . Bere 3,407,292 
Customers’ Liability for Acceptances . . . weeds 10,083,062 
Stock in Federal Reserve Bank . Vy 6,600,000 
Ownership of International Banking Corpora- 

Ee as Idi «oh so stanly stae sah aeeicn ee 7,000,000 
PEE ESI ON POP FOOD 29,467,578 
ONG oi ood. dake ak bac ooh eenbanes 5,075,410 

RNG <i dttn « Satie ots Vn ale b> Mae $5,035,050,273 
LIABILITIES 
gE SES Ae Rear ek pe a $4,723,043 ,624 
(Includes United States War 
Loan Deposit $332,238,497) 
Liability on Acceptances and Bills. .$15,099,747 
Less: Own Acceptances in Port- 
a ees oe he 3,415,969 11,683,778 
Items in Transit with Branches. ........... ¥ 4,224,488 
Reserves for: 
Unearned Discount and Other Unearned 
NII 5 wy 1c: be 6k oe gl tine G5 OMA D Mold ws 3,562,686 

Interest, Taxes, Other Accrued Expenses, etc. 31,812,607 

a5 ol Biase 6b 2 o's toca Rader ak 2,325,000 
Orme 
eee re! 

Undivided Profits saben sacecacibtd acts asia 38,398,090 258,398,090 
We Gs b vw tdben eb oa co Slay eea aes $5,035,050,273 








Figures of Foreign Branches are included as of September 25, 1946, except 
those of the Dairen Branch which are prior to the outbreak of the War, 
but less reserves. 


$604,653,620 of United States Government Obligations and $4,844,020 of 
other assets are deposited to secure $519,932,393 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 


(In Dollars Only— Cents Omitted ) 
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New installment loan and finance department of Marshall & Ilsley Bank, attractively designed for efficiency 


FOR INSTALLMENT CREDIT CUSTOMERS 





~ Modern Fixancinc” 


How to serve more installment credit customers better? This 
bank found its answer in a new and well-planned department 


JE have received a good many 
favorable comments on _ the 
new quarters of our installment 

loan and finance department. Some 
of our friends have suggested that we 
describe it in an article and we have 
consented to do that for whatever 
interest and benefit the article will hold 
for other banks. 

The new quarters represent a com- 
plete department designed exclusively 
for consumer and installment loans 
and for dealer, jobber and manufac- 
turer installment financing. They 
were designed to provide fast, con- 
venient service to customers and to 
provide the bank with a more efficient 
operation. The layout is functional, 


By 
A. S. PUELICHER 


President, Marshall & lisley Bank, 
Milwaukee, Wisconsin 


modern, and in line with the trend of 
making bank interiors more homelike 
and more inviting. 

As it stands today, our department 
represents the third step in our 
progress of making consumer and in- 
stallment credit available to our cus- 
tomers. As our first step, back in 
1937, we began making installment 
loans through the bank’s regular dis- 


count department. After a few month’s 
experience the fact. became obvious to 
us that we were engaging in a special- 
ized field and one that was not in 
keeping with regular commercial credit 
experience. For step number two, 
we set up a separate department. The 
operation was continued in this de- 
partment from 1938 to May of this 
year. There we gained experience, 
and added gradually to the volume of 
business being handled. We must con- 
fess, however, that the depurtment 
was still in a transitional stage. 

In December, 1944, we began put- 
ting our foot forward for step number 
three. We employed Mr. C. Ray 
Cook, as assistant cashier, to head the 
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Pictured (left to right) are C. Ray Cook, assistant cashier; A. S. Puelicher, president; 
« ° Gertrude M. Jacobs, assistant vice-president, and A. J. Meyer, comptroller 


Contributors to planning of modern and profitable new department 


department.. Mr. Cook was experi- 
enced in consumer credit. His experi- 
ence, combined with that of the people 
already employed in the department, 
we felt would aid in developing a full- 
fledged installment loan and finance 
department. 

Our objective then, as now, was to 
make available to competent indi- 
viduals and responsible firms all the 
credit which they might need to meet 
constructive purposes. Besides the 
requirements for personal credit, we 
believe that local banks can best work 
out specialized plans to meet the 
requireménts of local concerns in 
financing their sales of merchandise 
and equipment to the ultimate con- 
sumer. 

The best way to give the reader a 
picture of how we have been meeting 
this objective is to cover our various 
installment lending and financing ac- 
tivities. This will serve as a prelude 
to the explanation of the requirements 
for our new and more modern quarters. 


E handle .automobile financing 

both on a-direct basis and through 
dealers. The bank-insurance- agent 
plan is an important part of our direct 
automobile loans program, but this 
has not yet reached the volume where 
it is possible for us to depend entirely 
upon it for direct loans. The bank 
does not write insurance and, in the 
case of all direct loans, places it with 
agents on a co-operative basis. 

Our dealer plan is somewhat un- 
usual in that we do not buy dealer 
paper. We do work with dealers hav- 
ing their own finance companies on a 


rediscount basis. We advance the 
money to finance the finance com- 
panies. Many of our dealers feel that 
the financing of automobiles is as 
much a part of their business as service 
and sales. Under this program, the 
extent of the reserve required and the 
rate depend upon the risk involved. 
We also handle the floor planning. 
Appliance- paper is purchased from 
dealers on either a recourse or non- 
recourse basis. We finance the dealer’s 
inventory and offer him a complete 


credit service. We pass on all paper. 

We buy truck and trailer paper on a 
recourse or non-recourse basis. The 
general trucking industry, we have 
found, offers good opportunities for 
bank financing. It is a specialized 
field, however, and requires a special- 
ized knowledge for handling the exten- 
sion of credit. 


ANOTHER important part of the 


business of our department is the 
making of FHA Title I loans. Current 
activities consist of the financing of 
heating systems, screen and storm 
window installations, insulation, ga- 
rages, roofing, and general remodeling 
within present limits. 

The department also handles con- 
siderable equipment financing. This 
consists of contractor’s equipment, air 
conditioning, commercial refrigeration, 
bakery machinery, and similar installa- 
tions. We are also extending credit 
for the installation of machinery, 
which is rented rather than sold to 
the manufacturer. We think this is a 
good example of how banks can de- 
velop “tailored” plans to meet special 
community requirements. 

We are also making a good many 
loans that would be classified as loans 
to small business. Besides the equip- 
ment loans described above, these 
include loans for purchasing of busi- 
nesses, for remodeling, for expansion, 
for improvements, for goods, fixtures, 
and supplies. These loans are all 
amortized and made on a conservative 
basis. Most of them are repayable 
within three years. This classification 
includes some.G..1. business.loans. On 
these the bank feels a _ particular 
responsibility. We give full considera- 


Advertisements like these, featuring different forms ‘of instalg ™e"t 
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HE price tag on the car you buy 

isn’t always the actual cost to you. 
The plus sign on that tag is the 
financing charge. You know how 
much you can afford for a car— how 
much you can afford per month 
The less you pay for financing the 
more you cin spend for your car. 


Ie will pay you to check M&l's 
low-cost auto financing plan. 
Simple, direct, this plan offers you 
low-cost financing free of any ad- 
ditional charges or obligations. 





YOUR COST Is ONLY: 


ow care $4.50 per $100— vved 
$4 per $100 peyeble in 12 month. 
Ny peymenn. 15 months of propor. 


See M&I NOW before your car 
is delivered —and get all the neces- 
Henete rates. Ne added charges. saty information on this fow-cost 
You Cant Beat Mul financing plan. Just phone our Auto 

For Gar Financing Financing Department, DAly 2749, 
or stop in at either of our two offices, 


MARSHALL & ILSLEY BANK 


721 North Wacer Street Milwaukee 





414 Wen Nasional Avenue 
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MANUFACTURERS 
JOBBERS 
RETAILERS 


Saves Fivancine Service for all types 
of equipment, machines, fixtures, etc., is 
available to you at Marshall & Ilsley Bank. 


Many of your sales financing problems 
have special, local angles that. we at 
Marshall & Ilsley as a local organization 
can help you solve. 


We invite you to stop in or ‘phone our 
Installment Loan and, Finance Depart- 
ment, DAly 2749 and a representative 
will call. 


MARSHALL & ILSLEY BANK 


721 North Water Street *° Milwaukee, Wis. 
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One of six private conference rooms 











Cashiering and collections service department 


Note the forms cabinet in conference room and, in service department, cabinets for quick reference by cashiers or staff 


tion to every application, but we also 
believe it as much our duty to counsel 
against the starting of ventures that 
we feel are not likely to succeed as to 
help those who have the necessary 
qualifications. 

The department also extends credit 
for insurance premium financing, as 
well as accounts receivable financing. 

In the personal loan field, we make 
personal signature loans both on a 
secured and unsecured basis. To try 
to meet as many requests for personal 


credit as possible, we also make co- 
maker loans. 

To handle this business, the depart- 
ment employs a total of fourteen men 
and women. The men include the de- 
partment manager, an assistant, five 
loan interviewers, three of whom devote 
a substantial part of their time calling 
on dealers developing new business and 
handling existing business, and a col- 
lector who is presently spending part 
time on collections. The importance 
of outside work is stressed by the fact 


ment credit, help bring customers to the new department 
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Wou, as a good businessman, know the ad- 
vantages of discounts. M&I's Insurance Premium 
Financing Plan offers you real savings in the 
purchase of low rate, long term insurance poli- 
cies without depleting today’s cash 
A three year policy costs only 21/, times the 
ordinary yearly rate. A five year policy the 
four year cost. You save as high as 20° on 
insurance cost. M&I will finance these policies 
for you at an interest rate lower than the dif- 
ference in premium costs 

t 

Check this plan with your. insurance agent, 
or call our Insurance Premium Financing De- 
partment, DAly 2741 
Another M&I special service for Milwaukee 
business firms 
721 North Water Street, Milwaukee, Wisconsin 











Large or Small \ () 1 


i} WoW 


a Perfect Fit 


Mé&l SPECIALIZED CREDIT 







ers 
M& I Bank has set up a 
remMent to assist business- 
nanial problems for expan- 
ment, ot inventory cannot be 
nal ways and requite individual 


Come in and talk ovet your business financing problems 
with us 


MARSHALL&ILSLEY BANK, 


721 North Warer Street = =Milwanukee 414 West Nationsl Avenue 




















that the manager and his assistant 
also spend a part of their time making 
calls. In addition, two women are 
trained as loan interviewers. Women 
have been found very well qualified 
for this work, particularly when the 
loan application involves problems of 
family finance. Women in the depart- 
ment also serve as_ cashiers, credit 
investigators,.and handle the records 
and filing. 

When we came to the matter of 
planning our new quarters, we felt that 
we had some valuable experience to 
draw upon in determining the accom- 
modations required, the layout and the 
equipment. Our bank, like others, 


had gone through sufficient experi- 


mentation to arrive at an opinion on 
volume and profit possibilities. 


FoR one thing, we recognized that 

our plans would need to provide for 
the dual operation of making direct 
loans to customers and discounting 
paper from dealers. For direct loans 
we would need suitable facilities for 
interviewing applicants and sufficient 
cashier service to handle payments 
promptly and accurately. For dealer 
business we would need facilities and 
telephone equipment to assure dealers 
of immediate attention when calling 
in credit information and for making 
credit investigations promptly. 

The four most important points, 
therefore, that were in our minds as 
we planned the layout were: 1. The 
handling of applicants. 2. The cash- 
iering service. 3. Dealer telephone 
service. 4. Mechanical equipment that 

See MODERN FINANCING—Page 52 









& 
4, 


a 


SS ae Ne. 








ule = 


eel A 


Pa > 
SO a Se a SS RS SL = 








THE BURROUGHS CLEARING HOUSE—November, 1946 


~Grovp ActTIvITIES 


for Bank Morale 


B ‘eterea over the years, has 


offered many advantages to its 

employees. It has, in fact, been 
a leader among industrial and service 
organizations in many respects. 

The officers of many banks also 
have devoted themselves earnestly to 
employee-relations policies, and to the 
development of the fraternal spirit 
among their people. 

It is so today. Virtually every large 
bank and most of the smaller ones 
have a carefully thought out employee- 
relations policy and many of these are 
highly successful. 

If you want the low-down on the 
success of any bank’s employee-rela- 
tions policy, ask its employees —and 
ask the employees of neighboring 
banks. They all know about each 
other. Word gets around as Susie of 
the Central National eats lunch in the 
drug store with Gladys of the First 
State, and Joe rides home on the bus 
with his friend Harry from the bank 
in the next block. The grapevine can 
always give you a clear picture of the 
extent of the success of a_ bank’s 
employee-relations policy. 

In the Los Angeles area, a region 
which certainly isn’t backward in per- 
sonnel policies, you can hear the word 
passed along by the rank-and-file white 
collar workers: California Bank is a 
nice place to work. 

And the grapevine will tell you that 
one of the principal reasons that Cali- 
fornia Bank is a nice place to work is 
the Calbank Recreational Association. 
Its recreational program has made 
boosters of its employees, and em- 
ployees who boost their bank as 
enthusiastically as Calbank people do 
are an excellent advertisement and 
help create a glow of good will toward 
the bank throughout its community. 
This advertisement has cost the bank 
surprisingly little, in proportion to the 
big results it has achieved: the recrea- 
tional association budget for last year 
was $2,500. (The bank’s resources as 
of the year-end totaled over a half 
billion dollars.) 

CRA’S varied weekly program of 
sports and social affairs draws 600 
participants from a total staff of 1,200 
people. Even though this figure of 600 
is swelled by some employees who 


By 
_ KEITH MONROE 


Details of the recreational program of the California 
Bank—from the first idea to its worthwhile results— 
show how this bank’s staff was built into a happy and 


efficient team, gaining better working relationships 








Calbank’s chorus has a nucleus of professional talent 


participate in more than one activity, 
it still represents a phenomenally high 
turnout. 


‘THE whole recreation program is 

planned and run by the employees, 
who do most of the work involved as 
a labor of love in their spare time. 
Calbank men on the management level 
neither steer nor meddle, but they do 
participate enthusiastically in the ac- 
tivities organized by subordinates. 
It’s no unusual sight in Los Angeles to 
see a California Bank vice-president 
or branch manager in his shirt sleeves 
bowling alongside bookkeepers and 
stenographers from the bank; veteran 
executives and green clerks sing to- 
gether in the California Bank Chorus, 
and play golf together in the semi- 
annual golf tournaments. 


All the bank’s people from top to 
bottom are eligible for membership in 
the Calbank Recreational Association, 
the only requirement being a desire to 
participate in some of its activities. 
There are no dues. Once a year the 
CRA elects members to its board of 
directors —a compact and a fast mov- 
ing group of twelve employees who 
set up the bank’s employee recreational 
activities. 

The directors are elected for rotat- 
ing three-year terms, with four new 
directors going on the board each 
January to replace the retiring ones. 
Just to make sure that the board never 
falls into the clutches of any self- 
perpetuating clique, there is a provision 
in the CRA constitution that board 
members are not eligible for re-election 
until they’ve been off the board for at 
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Bowling attracts the largest number of participants, about 150 men and girls making up the association’s two leagues 


least a year. As another safeguard, 
the constitution also provides that an 
advisory committee composed of the 
bank’s auditor, cashier and personnel 
officer shall look over the list of nomi- 
nees before the election is held.’ This 
plan is designed to avoid mix-ups 
which might occur if an employee who 
isn’t expected to stay with the bank 
much longer should be elected to a 
three-year term on the CRA board of 
directors. 

The advisory committee also re- 
views the board’s annual financial 
report and its budget for the coming 
year. The committee has never kept 
too tight a grip on the purse strings, 
however. Last year it okayed an 
annual budget of $900 for bowling, 
$700 for the bank chorus, $300 for 
golf, $185 for bridge, $25 for swimming, 


and $90 for miscellaneous activities 
such as badminton, chess, pistol shoot- 
ing and anything else for which there 
is popular demand. 


ANY employee who wants the CRA 

to sponsor some new activity need 
only mention it to a board member, and 
the request will promptly go before the 
whole board at its next monthly meet- 
ing. The board investigates to see 
how many employees are interested in 
the suggested activity—usually by 
means of a circular letter to all branches 
and departments—and if there is 
enough interest to make it worthwhile 
the board appoints someone (not neces- 
sarily, or even usually, a board mem- 
ber) as chairman of that activity. He 
carries the ball from there —rounding 
up a committee to work with him, 


following through on all arrangements, 
drumming up interest via notices in 
The Calbanker. (employee newspaper) 
and via personal legwork. 

Most activity chairmen really throw 
their weight into their jobs. The 
chorus chairman, for example, per- 
sonally visits any new employee who 
is rumored to be interested in singing. 
Others devote hours of their leisure 
time to the detailed work of planning 
and supervising a tournament or a 
weekly meeting. They all do it be- 
cause they enjoy it —not because any- 
one ordered them to or because they 
draw pay for it. 

The activity which attracts the 
largest number of participants is the 
annual bowling tournament which 
extends over a period of about eight 
See ACTIVITIES FOR BANK MORALE—Page 56 
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“LELLER 


HE end of the war has cer- 

tainly not brought about a cessa- 

tion of personnel turnover diffi- 
culties nor the need for a system of 
training replacements quickly and 
efficiently. 

Thus we find of continued value our 
simplified plan of teller training which 
was evolved during the war, and which 
makes use of an improved, condensed 
manual of instruction. 

When we started our expanded 
teller training program in 1942, the 
course covered a period of about six 
weeks. Trainees spent mornings in a 
class, and afternoons at a _ branch 
under the supervision of experienced 
tellers who acted as sponsors. The 
trouble with the program at the outset 
was that we literally overwhelmed our 
beginners with material. We _ at- 
tempted to include transactions han- 
dled only by experienced tellers, and 
succeeded in confusing some of the 
neophytes rather thoroughly. Stu- 
dents.were given a 200-page outline 
of the course, and in addition they 
were loaded down with an even more 
bulky operations manual to study. It 
was manifestly more than they could 
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Stzmplified Plan of 


“TRAINING 


By 
CHARLES H. HEWITT 


Vice-president, The Detroit Bank, 
Detroit, Michigan 


With teller turnover still abnormally high, there is 
a continued need for a quick and efficient method of 


training replacements. 


This program is built around 


a unique manual of interest to large and small banks 


digest and remember. Furthermore, 
most of the class periods were devoted 
to instruction lectures, and it was left 
largely up to the branch sponsors to 
see that trainees practiced the various 
functions described. 

Teller training has since been con- 
densed into a three weeks’ course of 
full-time instruction at the main 
office school under the direction of 
Jack L. Talbot, manager of the Train- 
ing Department. It is a well-balanced 
combination of learning and doing, 
under constant specialized supervision. 


A picturization of the progress of a teller trainee, Miss Jean 


Miss Wicks and others receive instruction from Jack Talbot, manager, Training Department 


The course is built around a greatly 
simplified 66-page manual, aptly titled 
“The ABC’s of Teller Work.” 

Since the contents have been found 
to be applicable to banks of virtually 
any size, including those far too small 
to consider the feasibility of formal 
training classes, it is proposed here to 
present a rather detailed description of 
the manual in the belief that it may be 
the most interesting phase of the 
training program to many institutions. 

When we prepared the first draft of 
our simplified manual we ran off about 


Wicks. 


Next follows a practice session 




















Classroom instruction involves explaining, 









ning, 
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THE ABC's 
OF 
TELLER WORK 





COPYRIGHT 1945 


Tue Detroir BANK 
DETROIT, MICHIGAN 




















The 66-page manual leads 


forty extra mimeographed copies which 
were loaned on a 30-day basis to 
banks upon request. The demand has 
been so great that we have now had 
printed a revised edition in sufficient 
quantity so that single copies can be 
supplied to interested banks free of 
charge, while bulk orders can be filled 
at the printing cost of 26 cents per 
copy. 

Inasmuch as the great majority of 
our teller trainees are not upgraded or 
experienced employees, but have a 
consummate lack of knowledge of the 


howing, practice sessions, checking to see that correct procedures are followed. 


































Assigned to branch, Miss Wicks (left) queries sponsor 


The following transactions occur most frequently and it is 

that you, as a Teller, identify: 
1. Any person who desires to open a new account (regardless of 

whether he deposits cash, or checks, or both). 

Any person who wishes to cosh a check. f 

. Any person who wishes to draw money from o savings account. 

. Any person who wishes to deposit part of his check(s) and take 
the remainder in cash or its equivolent. 

. A-customer who hands you wrapped silver and wants currency 
or other silver in exchange (See Counting Coins, page 21). 
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TRANSACTIONS REQUIRING 
NO 
IDENTIFICATION 


In certain transactions where cash only is received, it is not necessary 

that you ask for identification or know the customer. 

The following are the most common transactions not involving identi- 

fication: 

1. Where a person deposits cath onlyto his already existing savings 

or commercial account. 

2. Where a customer wishes to buy o Cashier check; a War Bond; 
or make a payment on a mortgage, a time credit loan account, 
ora land contract; or pay his utility bills, or city taxes; and gives 
you cash only in payment. (On this type of transaction, you must 
make sure that the Cashier check requisition or War Bond appli- 
cation is correctly and completely filled out; and if it is a mort- 
gage, time credit loan, utility bill or tox payment (not overdue) 
be sure you receive the correct amount of money. 

. Where loose bills ot loose silver are handed you and the person 
wants an equivalent amount in bills or silver of other denomina- 
tions. (Here the only question is whether or not the money you 
receive is genuine and that you receive the exact amount that 
you are asked to pay out. Example: A person hands you three 

$10 bills and asks for three rolls of quarters, or, “$30 in quar- 


w 


twenty-eight 








the trainee step by step through the more 


simplest banking terms or functions, 
the manual approaches all phases of 
the work from the beginner’s view- 
point. 

Thus the first section is devoted 
merely to getting the student thinking 
in the right direction about his pro- 
spective job. In general terms it out- 
lines the nature of teller work, and the 
relationship of tellers to others in the 
organization. The necessity of being 
able to deal accurately and effectively 
with figures is cited, and a procedure 
for making computations is given to 








ters’, and you simply check the bills to see that they are gen- 
vine, that they in fact total $30, and then make sure you do not 

give the customer more than three rolls of quarters. —Valve of 
soch roll--$10). 


~ Where a person deposits checks only, to o commercial or savings 
account, provided the checks are properly drawn and endorsed 
and the depositor does not want cash back. 


> 


STEPS IN 
IDENTIFYING A PERSON 


. FIND OUT WHETHER THE PERSON HAS AN ACCOUNT 
You may be able to tell from the transaction itself—for ex- 
ample, he may present his savings or commercial passbook, or 
he may have written his savings account number under his 
endorsement. 


. IF. YOU CANNOT TELL FROM THE TRANSACTION 
ITSELF, ASK THE PERSON whether he hos a Savings or 
Commercial account. The answer will reveal either that the 
person has no account, or is a depositor. 


. IF THE PERSON HAS AN ACCOUNT, you then obtain his 
signature card from the file and compare the customer's signature 
or endorsement on the item presented with the signature on file. 


IF THE PERSON AT YOUR WINDOW HAS NO AC. 
COUNT, ASK HIM IF HE IS KNOWN by any of the other 
Tellers or Manager—and if he is, verity his identity with the 
other Teller or Manager (have the Teller or Manager initial the 
endorsement). 


5. If the person HAS NO ACCOUNT, and IS NOT KNOWN 
by any of the other Tellers or , ask ——_. “CAN 
| HANDLE THIS TRANSACTION SAFELY, provided the _ 
identification is adequate?" If you decide that you con handle 
the transaction, then obtain identification. 


_ 


- 


w 


> 


common feller transactions 


assist in eliminating common arith- 
metical mistakes. Following this there 
are some simple rules by which tellers 
can promote good customer relations. 

After this gentle introduction, which 
carefully avoids fostering false appre- 
hensions about teller work and its 
responsibilities, comes the second sec- 
tion of the manual which deals with 
the most common transactions en- 
countered. As we told our branch 
managers and department heads, ““We 
have endeavored to create a manual 
which would cover in understandable 


Training continues at the branch 






Without usual break-in, she takes over window 


| 
| 


! 
{ 
i 


4 - 














RSE SS 


OP Leh ered ere Pca ep ln ae 


Eee GI ce ee SO 


to 2S 


as 


ats 





22 


fashion the major teller activities. 
Once the new trainees are able to per- 
form these, it will be an easier matter 
to break them into the incidental parts 
of the work. It is impossible, while 
they are in the Training Department, 
for most of them to become proficient 
in all of the things which a teller does. 
Accordingly, teller functions such as 
opening savings accounts, acceptance 
of utility bill payments, acceptance of 
payments on mortgages, land contracts 
and monthly payment loan accounts, 
certifying checks, cashing of war 
bonds, and selling of cashier’s and 
traveler’s checks, have been purposely 
excluded from the manual, although 
they are covered to some extent in the 
course.” 

Emphasis in the manual, as well as 
in classroom instruction and practice, 
is on those things which a teller does 
most often. Thus the trainees are led 
step by step through the processes of 
cash handling, comparison of signature 
and fingerprints, securing proper iden- 
tification, cashing checks, handling 
change transactions, honoring savings 
withdrawals, and accepting commercial 
and savings deposits. Unless the 
trainees are well grounded in these 
fundamentals, it is hopeless to expect 
that they will be able to perform satis- 
factorily the incidental tasks which 
virtually always involve one or more 
of the foregoing routines. 


‘THE step-by-step training procedure 

developed by Mr. Talbot, Harry 
Rudy of the Operations Department, 
and Walton B. Moore of the Administra- 
tion Department is entirely unique, to 
the best of our knowledge. In general, 
the prospective teller is advised first to 
determine whether or not it is within 
his capacity to handle the transac- 
tion. If he decides he cannot, or is 


Cartoons depicting “wrong way,” 
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An Unusual Opportunity 


So many requests were received 
from other banks for copies of 
“The ABC’s of Teller Work’’ 
that The Detroit Bank has 
printed a sufficient quantity to 
make a widespread distribution 
possible. This is a distinct 
service for the manual has been 
broadly acclaimed as a contribu- 
tion toward better operations in 
banks both large and small. 


Single copies may be obtained 
without charge from A. A. Mc- 
Gonagle, Controller, The Detroit 
Bank, while orders in quantity 
can be filled at the printing 
cost of 26 cents a copy. 




















uncertain, it is pointed out that the 
transaction stops insofar as he is 
concerned. Aside from these instances 
where reference to some other person in 
the bank is indicated, the procedures 
are outlined in the order of their occur- 
rence from the time a customer appears 
at the window to the time the trans- 
action is completed efficiently and 
without loss. 

Other banks have particularly sin- 
gled out our treatment of the subjects 
of identification and cashing checks — 
two of the toughest problems en- 
countered by tellers—as being espe- 
cially helpful. So, suppose we outline 
in some detail how the topic of identi- 
fication has been covered in the 
manual, as illustrative of the explana- 
tory method utilized throughout. 

To simplify the problem in the 
mind of the trainee, it is noted at the 
outset that all people who present 


themselves at the teller window will 
fall into two classes: 1. Those who 
have accounts. 2. Those who do not 
have accounts. Then it is pointed out 
that for those in the first category, 
identification can be obtained merely 
by comparing the signature on the 
presented item, with the signature on 
file. 

Following this introduction, there is 
a listing of the transactions in which 
identification is inseparable and com- 
pulsory. Next, there is a similar dis- 
cussion of the most common transac- 
tions not involving identification. 


FTER the trainee learns the situ- 
ations in which identification is re- 
quired, the manual then leads him 
logically to a study of the steps in- 
volved in identifying a person. These 
steps have been carefully listed in the 
order of their complexity, as follows: 
“1. Find out whether the person 
has an account. You may be able to 
tell from the transaction itself —for 
example, he may present his savings or 
commercial passbook, or he may have 
written his savings account number 
under his endorsement. 

“2. If you cannot tell from the 
transaction itself, ask the person 
whether he has a savings or commercial 
account. The answer will reveal either 
that the person has no account, or is a 
depositor. 

“3. If the person has an account, 
you then obtain his signature card 
from the file and compare the cus- 
tomer’s signature or endorsement on 
the item presented with the signature 
on file. 

“4. If the person at your window 
has no account, ask him if he is known 
by any of the other tellers or the 
manager—and if he is, verify his 

See TELLER TRAINING—Page 59 


and numerous other exhibits enlarged on screen, are part of training program 
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FOR TOP EXECUTIVES 





President Vincent takes his vacation in the winter, in Florida, and finds it ‘‘good business’ 













VACATIONS 


The ‘author presents some interesting points on vacations 
for top officers, and suggests the advantages to the bank 


ON’T be envious of the fellow 
D who takes a nice long vacation; 
be like him. 

“But,” asks the bank executive, 
“*how do you do it? Why, I couldn’t 
possibly leave my desk that long; we’d 
be in an awful jam. I haven’t taken 
more than a few days off in years and 
even an afternoon of golf sets me 
back.” 

And so I reply, ““You may not be 
nearly as indispensable to that bank 
of yours as you think you are. I'll 
venture to say that, if you were to die 
tomorrow, your business would not 
fail. After the final rites and a few 
succeeding adjustments ‘business as 
usual’ would be the byword.” 

But that, my friends, is only one of 
the reasons why a bank executive 
should lay off once a year and re- 
charge his batteries with a change of 
scenery. Most of you will agree with 
me that the business life of a bank 


By 
HAROLD G. VINCENT 


President, State Savings Bank, 
Otsego, Michigan 


executive isn’t particularly a bed of 
roses. Interesting? Yes. Non-con- 
fining and healthful? Well, for most 
of us, no. With the courage of good 
soldiers, however, we try to see it 
through to the bitter end regardless of 
the wear and tear on our nervous sys- 
tems and general well-being. 

How smart is this? Is it good busi- 
ness? Is it profitable? Satisfactory 
answers to these questions are arrived 
at before a loan is made to any of the 
bank’s customers, yet sound judgment 
is often thrown bodily overboard 
when these same principles are applied 
to the physical welfare of the bank’s 








own chief executive. He is worth so 
much to the bank that the board of 
directors takes out a policy of insur- 
ance on his life to temper the shock in 
case of his demise, but it doesn’t 
usually concern itself about the more 
important and profitable job of main- 
taining the status quo of his well-being 
as assurance of greater longevity. 

If he’s not a good executive, why 
keep him around at all? If he is, then 
he’s worth “protecting.” After he’s 
been at his desk for nine or ten months 
straight and has attacked and solved 
every problem that has arisen with 
the vigor for which he is noted, has put 
in long hours and carried his worries 
home with him, has tussled with 
government regulations and reports, 
with changing employees, with chang- 
ing trends, with new services which 
keep his bank modern and successful, 
then I say it’s good business for him 


See VACATIONS—Page 63 
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CONTINENTAL ILLINOIS 


NATIONAL BANK 
AND IRUST COMPANY 


OF CHICAGO 














Statement of Condition, September 30, 1946 











RESOURCES 

es Ns a nn sols aan sealed ene chee $ 533,034,982.86 
United States Government Obligations................... _ 1,342,454,085.80 
Other Bonds and Securities... ... 2... ccc ccc cc cc ccc cesses 43,042,690.94 
EE EE TE ME TEE SN EET 379,644, 125.69 
Stock in Federal Reserve Bank.................sseeeceees 3,600,000.00 
Customers’ Liability on Acceptances................. males _ 921,425.12 
Income Accrued but Not Collected....................... 5,480, 822.23 
RE SR, a, Se eo 10,575,000.00 

$2,318,753,132.64 

LIABILITIES 

ns ap icmmbboneennns 4o6snb bavehbeeseuesseennnxeetl $2,134,474,310.27 
I 6 heals tins» see denvadtads hs kakbacs vee bible 921,425.12 
Reserve for Taxes, Interest, and Expenses................ 12,937,107.08 
tn ee eID, s. « weinecéectedodeceeweuseds 18,108,299.75 
Income Collected but Not Earned......................2.. 255,101.23 
I a a a a ee 60,000,000.00 
eR ee CTR Rg ME, ae no ened 60,000,000.00 
PN NNEN,.. snip tnne.s ob uibliecuds bbubeubaceesadebonse 32,056,889.19 

$2,318,753,132.64 








United States Government obligations and other securities carried at 
$282 229,233.18 are pledged to secure public and trust deposits and for 
other purposes as required or permitted by law 


Member Federal Deposit Insurance Corporation 








In writing to advertisers please mention The Burroughs Clearing House 
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By N. 


Financing Outlook 


Since Secretary of the Treasury 
John W. Snyder announced in October 
that the Treasury will redeem in cash 
a total of $2,000,000,000 out of $3,777,- 
773,000 of maturing certificates of 
indebtedness, speculation has been 
concentrated on what the Secretary 
intends to do when $3,200,000,000 
of 1% per cent notes mature on 
December 15. 

The October refunding-redemption 
transaction was a continuance of the 
fiscal policy originated by former 
Secretary of the Treasury Fred M. 
Vinson. This policy consists of using 
part of the multi-billion dollar Treas- 
ury general balance to retire maturing 
obligations, while refunding a portion 
at the same time. 

Except for the large-scale financing 
undertaken when long-term obliga- 
tions matured, the Treasury has been 
using the medium of % per cent 
certificates to refund part of maturing 
issues. 

However, the December financing is 
“novel” in the sense that Mr. Snyder 
is faced with the prospect of either 
completely refunding a comparatively 
“high interest issue’’—the 1% per 
cent notes—with a new type of issue, 
or paying them off. 

The consensus is that no new se- 
curity will be offered and that the 
Secretary will again draw on the work- 
ing balance, which has dwindled to 
about $8,000,000,000, and pay off the 
1%s, awaiting until the beginning of 
the 1947 calendar year before embark- 
ing on a new fiscal program. True, 
interest rates have been hardening, 
but the Secretary has emphasized that 
a rise in interest rates would sub- 
stantially raise the debt service which 
now totals approximately $5,000,000,- 
000 annually. 

If the Secretary redeems the 1s, 
the Treasury’s working balance is 
expected to drop to between $2,000,- 
000,000 and $2,500,000,000. How- 
ever, the balance will be augmented 
substantially by fourth quarter income 
tax receipts, plus proceeds from the 
sale of savings bonds. 


The November 1 financing marked- 


a milestone in fiscal history. The 
redemption of $2,000,000,000 of ma- 
turing % per cent certificates of in- 
debtedness cut the debt to below 
$262,000,000,000, about $500,000,000 
below the total on November 1, 1945. 
The decline in outstanding debt 


P. GREGORY, Washington Correspondent 


checked the upward spiral which began 
at the close of 1930, when the debt 
totaled $16,026,000,000. Since Febru- 
ary 28, 1946, when the first debt retire- 
ment was undertaken, until the Novem- 
ber 1 transaction, a total of $19,479,- 
000,000 in outstanding obligations 
were retired. Approximately $18,000,- 
000,000 was refunded into short and 
long-term obligations during this pe- 
riod. The total maturing debt during 
this 8-month period was $37,904,000,- 
000. Secretary Snyder and President 
Truman are in accord that every 
effort should be made to balance the 
budget. With the removal of price 
controls on meat and other foods, the 
Administration expects to be barraged 
with demands for relaxation of: wage 
controls. A balanced budget would 
partially counterbalance these infla- 
tionary tendencies. 

The Treasury must also face the 
problem of what to do about $3,768,- 
000,000 % per cent certificates of in- 
debtedness maturing on December 1. 


The consensus is that there will be a 
new issue of % per cent one-year 
certificates. 

oe 


U. S. Shifts Loan Burden 
to World Bank, Fund 


The second annual meeting of the 
International Bank for Reconstruction 
and Development and the Interna- 
tional Monetary Fund held recently in 
Washington not only was the signal 
that the twin institutions are going 
concerns, but that they are also ready 
to take over the program of monetary 
stabilization and world reconstruction, 
heretofore handled by the United 
States. 

The meeting actually shifted the 
burden of the wartime United States 
financial program from a purely uni- 
lateral phase to a 42-nation project. 
Since the war, the United States has 
been virtually the sole source of funds 
for war, currency and economic re- 
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In all likelihood the man who 
operated the linotype to set the type 
for this advertisement made no errors 
at all because after the matrices 
dropped down into position before 
actually entering the machine he was 
able to verify each line. This double 
check is made easy for him by die 
stamping the letter on the side of each 
matrix, but it could be made EASIER 
for him if the side of the matrix was 
blackened and the letter itself treated 
with white or a bright colored 
pigment. 


A considerable amount of technolog- 
ical development is the result of trying 
to make things EASIER for the work- 
man. In the old days we used to try to 
find ways and means of doing things 
faster. We still do, of course, but in 
so many instances if we focus on how 
to do them EASIER, we find the 
solution to doing them faster. 


Take sorting and filing checks, for 
example. All checks are sorted and 
filed correctly in banks, but is the 


“EASIER” 
























work easy enough? Can it be done 
EASIER? If bank people could sort 
by printed names instead of written 
names, couldn’t they do the work 
EASIER, hence faster and with gr-ater 
accuracy? Obviously they could,” and 
how much is it worth? And how can 
you get printed names on checks? 


That's where we come into the 
picture. All you have to do is to place 
one of our small folders describing 
Personalized Checks in each monthly 
statement and give your customers an 
opportunity to order them. You will 
get enough response to convince your- 
self that people like them and your 
operating people will be impressed 
with their value in sorting and filing. 
Then we keep right on supplying you 
with new folders and you keep right 
on placing them in your depositors’ 
statements. The first thing you know 
a lot of your customers will be using 
imprinted checks and your sorting 
and filing will be faster, more accurate 
... and EASIER. 















G LUKE 


CHECK PR 





Manufacturing Plants at: 


NEW.YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL* 
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construction. To that end the United 
States had expended about $20,000,- 
000,000 for a United Nations Victory. 

Now, except for possible direct 
grants in aid from the United States to 
Italy, Greece and Austria for recon- 
struction, all other prospective bor- 
rowers must go to the twin institutions 
for new credits. 

President Truman and Secretary of 
the Treasury John W. Snyder made it 
abundantly clear at the opening ses- 
sion of the bank and the fund that the 
war-aid program which the United 
States had adopted as a weapon during 
the critical years of the war was at 
an end. 
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The United States, it was pointed 
out, not only had contributed hand- 
somely to the capital of the twin 
institutions, but it is also providing 
the largest capital market for the 
flotation of the bank’s securities. 

Indicative of the firmness of the 
American policy of shifting potential 
borrowers to the world bank was the 
disclosure that Denmark and Czecho- 
slovakia, both applicants for Export- 
Import Bank loans, had been politely 
informed that their source of new capi- 
tal funds was the world bank. 

Denmark sought to borrow $50,- 
000,000 while the Czechs sought an 
undetermined amount, variously re- 











Consider this Short Term 
INVESTMENT OPPORTUNITY 


CONSOLIDATED DEBENTURES of the Federal intermediate 


credit banks afford a desirable medium for temporary employ- 
ment of surplus cash balances. Offered for subscription at regular 
intervals, they are issued in denominations ranging from 


$5,000 to $100,000, with maturities of six to twelve months. 


Eligible as security for various fiduciary, trust and public funds, 
such debentures are authorized under the Federal Farm Loan 
Act, as amended. They are exempt from state, municipal and 
local taxes, also being legal investment generally for insurance 


companies, savings banks and similar institutional purchasers. 


x“ ew 


These obligations are obtainable through recognized dealers and dealer 


banks. Inquiries may be addressed to 


CHARLES R. DUNN, Fiscal Agent 


31 Nassau STREET New York 5, N. Y. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


SPRINGFIELD, MASS. LOUISVILLE, KY. ST. PAUL, MINN. 
BALTIMORE, MD. NEW ORLEANS, LA. OMAHA, NEB. 
COLUMBIA, S. C. ST. LOUIS, MO. 


HOUSTON, TEX. 
BERKELEY, CAL. 
WICHITA, KAN. SPOKANE, WASH. 





ported at about $300,000,000. Subse- 
quently, Eugene Meyer, president of 
the world Bank, disclosed that France, 
was seeking $500,000,000 from the 
bank, while Chile had requested $40,- 
000,000 for railroad equipment and 
hydro-electric installation purchases. 

Except for technical problems, the 
other significant factor to emerge from 
the conference was the widespread 
belief that action in bringing the bank 
into the lending column was lagging. 
The President and Mr. Snyder urged 
speed in putting the twin institutions 
into operation. 

Their desire for speed was predicated 
on the fact that the Administration 
would not have much success if it 
went before Congress and sought an 
increase in the lending authority of 
the Export-Import Bank to make 
loans to impoverished nations. 

Requests and potential requests for 
funds from the World Bank are placed 
at $1,240,000,000, according to official 
reports. Of this sum about one-half 
is covered by subscribed-for capital, 
indicating that it is imperative that 
the institution enter the American 
money market for new funds. 

What are its plans? Officially very 
little has emanated from the bank as 
to the plans executive directors have 
in mind with the regard to the first 
flotation. Broadly speaking, it is 
expected that the institution will float 
a comparatively small issue initially, 
possibly not exceeding $250,000,000 to 
$500,000,000 in principal amount. 

Dr. John W. Beyen, South African 
director of the bank, at a press con- 
ference in Quebec, said that directors 
still have an “open mind” regarding 
the term and rate of the bank’s first 
issue, but suggested that it might 
carry a 25-year maturity and a coupon 
rate of 234 per cent, or 4% per cent 
above the Treasury 2s. 

The following day, Beyen’s observa- 
tions were “thrown down” by un- 
named World Bank officials. That is 
where the matter stands. 

At the annual meeting, Chancellor 
of the Exchequer Hugh Dalton was 
elected chairman of the board of 
governors of the bank and the fund, 
succeeding Mr. Snyder. In the future 
the chairmanship will rotate each year. 


ca 7] J 


Vardaman Opposes Present 
Credit Restrictions 


Early revision of Regulation W, or 
possible elimination of all wartime 
credit controls, except those applied to 
consumer durable goods, appears pos- 
sible following the disclosure that 
Commodore James K. Vardaman, Jr., 
member of the Federal Reserve Board, 
favors such changes. 

Governor Vardaman, addressing the 
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imma eS cing earci nr cise becin a eee 2 
Guaranty Trust Company of New York 


MAIN OFFICE 
140 Broadway 






FIFTH AVE. OFFICE 


MADISON AVE. OFFICE 
Fifth Ave. at 44th St. 


Madison Ave. at 60th St. 
ROCKEFELLER CENTER OFFICE 


40 Rockefeller Plaza 
LONDON ¢ PARIS « BRUSSELS 
Condensed Statement of Condition, September 30, 1946 


RESOURCES 


Cash on Hand, in Federal Reserve Bank, and Due from Banks and Bankers 


+ « « « §$ 541,736,604.46 
U. S. Government Obligations . . 





























ba? a aie ve genes Cee oe apa, 1,768,219,333.89 
nee aul Gee Palen oi 6 tse eee ee eS eee 716,219,359.56 
Public Securities . . ict SUSE Oo La SP RS ee te “'¢- 92,888,592.58 
Stock of the Federal heanive Bank Pe ee ee es ee ahr 7,800,000.00 
Other Securities and Obligations . . . . . . + « «© « e 10,885,966.47 
Credits Granted on Acceptances . . . « «© © © © «© «© 4,825,586.82 
Accrued Interest and Accounts Receivable . . . . . . «. 11,151,112.46 
Real Estate Bonds and Mortgages . . -« «© «© «© «© © « « 1,424,945.21 
128,976,203.54 
Bank Buildings a oe se en ee ee ee Oe oe, ee oe, oe ae ce er coe et ee a 9,055,919.19 
Other Real RD 6s Hie SS Leo Bie ee Se aes a ee ee oe ae ee 142,385.33 
Total Resources . . ¢ @>-e #16 4 © © 4&4 &@ © . i > 2 2 e@ w@ . $3,164,349,805.97 
LIABILITIES 
Capital 6 te oe OS SS Se OS se ee OS 7. 2©« @ $ 90,000,000.00 
Surplus Fund . . . e . e et es ae a . e *.¢ «2 « 170,000,000.00 
Creer Se 6 Sao ey Sie ee SIS Sw ew 59,634,595.29 
Total Capital Funds. 7 e e 7 . . . e e * . e e . + 7 °° 2e« @ $ 319,634,595.29 
General Contingency Reserve . . . . ee ea rete alee Seen ae 38,072,186.48 
Deposits . oe « ere © we ee ee SR TARR Aeoee 
Treasurer’s Checks Oetnantiog Mer ey ee ee eee ‘ 29,744,964.11 
wotel Donesits. . «0 0 ik 2S bo Dee owe SS 2,773,265,419.63 
Acceptances .. . ee are rae ee ce ee eee 
Less: Own Acceptances Held for Sevvesthnanth a ae ae a 6,780,324.46 
$ 4,825,586.82 
Liability as Endorser on Acceptances and Foreign Bills . . . . 221,629.00 
Dividend Payable October 1, 1946 . . . . 2. «© «© «© « « 2,700,000.00 
Items in Transit with Foreign Branches and Net Difference in 
Balances between Various Offices Due to Different Statement 
Date of Foreign Branches . . 2 «© «8 «© ew © we eo 630,550.64 
Accounts Payable, Reserve for Expenses, Taxes, etc. .« .« . « 24,999,838.11 
33,377,604.57 
Total Liabilities . . ° e e e © e « . ° ° . e . . e e ee e« @ $3,164,349,805.97 








Securities carried at $373,782,731.29 in the above Statement are pledged to qualify for fiduciary powers, to secure public moneys 
as requ by law, and for other purposes. 


This Statement includes the resources and liabilities of the English, French, and Belgian Branches as of September 26, 1946. 
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DIRECTORS 
GEORGE G. ALLEN Director, British- JOHN W. DAVIS of Davis Polk Wardwell CHARLES S. MUNSON President, Air 
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Cyanamid Company 

F. W. CHARSKE Chairman, Executive 
Committee, Union Pacific Railroad Company 
J. LUTHER CLEVELAND President 


W. PALEN CONWAY Chairman of the 


Executive Committee 


CHARLES P. COOPER 
Executive Vice-President, 
American Telephone & Telegraph Company 
WINTHROP M. CRANE, JR. _—President, 
Crane & Co., Inc., Dalton, Mass. 
STUART M. CROCKER President, 
Columbia Gas & Electric Corporation 


Berwind-White Coal Mining Company 
GANO DUNN President, The J. G. 
White Engineering Corporation 
WALTER S. FRANKLIN Vice-President, 
The Pennsylvania Railroad Company 

LEWIS GAWTRY 


JOHN A. HARTFORD President, 
The Great Atlantic & Pacific Tea Company 


CORNELIUS F. KELLEY Chairman of the 
Board, Anaconda Copper Mining Company 


MORRIS W. KELLOGG = Chairman of the 
Board, The M. W. Kellogg Company 


GEORGE E. ROOSEVELT of Roosevelt & Son 


EUGENE W. STETSON Chairman 


of the Board 
ROBERT T. STEVENS Chairman of the 
Board, J. P. Stevens & Company, Inc. 


THOMAS J. WATSON President, 
International Business Machines Corporation 


CHARLES E. WILSON President, General 
Electric Company 


ROBERT W. WOODRUFF Chairman, 
Executive Committee, The Coca-Cola Company 


Member Federal Deposit Insurance Corporation 
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26th annual convention of the Morris 
Plan Bankers Association, held at the 








In What City Was the 
. First Psychology Laboratory? 


The first psychology laboratory was 
A. established at Johns Hopkins Univer- 
sity, Baltimore, in 1881 . . . Today, Balti- 
more is one of the Nation’s busiest centers 
of trade and commerce . . . the Equitable 
Trust Company, one of Baltimore’s busiest 
banks. Because it keeps in constant touch 
with conditions in this vital industrial area, 
the Equitable Trust can give prompt, intelli- 
gent, thorough service to out-of-town banks. 
Your inquiry is invited. 


Equitable Trust Co. 


BALTIMORE 





Member Federal Deposit 
Insurance Corporation 








Cavalier Hotel, Virginia Beach, Va., 
publicized his views on Regulation W. 

Governor Vardaman contended that 
the controversial credit regulations 
were applicable to the wartime period, 
but expressed the opinion that they 
should be emasculated as soon as pos- 
sible. He also asked whether Con- 
gress ever intended to give the Federal 
Reserve Board authority to exercise 
control over wartime credit as applied 
to the consumer field. 

“I hope that we shall soon be freed 
of all regulations except those that 
| Congress shall itself decree,’ Governor 
Vardaman said. 

“T am much in favor of our going 
back to the old-fashioned and con- 
stitutional form of Government —the 
Congress, the Judiciary, and the 
President—and put these three to 
their intended use. 

“When a bill comes out of Congress 
so fuzzy that it can’t be understood I 
think it should be laid before the 
judiciary rather than be interpreted 
by various and sundry agencies.” 

Prior to the Virginia Beach confer- 
ence, Governor Vardaman had dis- 
closed in private interviews that he 
was also opposed to the stringent 
































regulations of the Board of Governors 
which has required 100 per cent margin 














requirements for stock trading. 





THE PREFERRED NO-MINIMUM-BALANCE PLAN 





Preferred by over 400 banking offices throughout the 
United States, because its simplicity of operation reduces 
costs and increases profits, and attracts new customers. 


Here’s an all-out endorsement from a leading New Jersey 
“ThriftiCheck is the simplest and the least 
involved system—for both the bank and the customer. 


bank: 


One of the best no-minimum-balance plans.” 


From an Oklahoma bank: 


because satisfied customers recommend the service.”’ 


New ThriftiCheck Brochure sent on request. 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. 





“The fact that we can hand a 
customer his: ThriftiCheck book, imprinted with his 


name, while he is opening the account, is of tremen- 
dous sales value. One third of our new accounts are opened 


Rector 2-7580 


Governor Vardaman contends that 
Congress never gave the Reserve 
Board authority to “strangle’’ stock 
trading, as he put it, but to regulate it. 


* ¢ ° 


New G. I. Loan Rulings 


The Veterans Administration has 
ruled that authority to determine the 
“‘proper appraisal” and, consequently, 
“reasonable value’ of property in- 
volved in V. A. guaranteed or insured 
loans legally is solely vested in the 
Administrator of Veterans Affairs and 
that lending agencies do not share in 
the responsibility. 

Acting Director T. B. King, Loan 
Guarantee Service of the V. A., in a 
letter to regional offices of the adminis- 
tration, disclosing the decision, said: 

“The Veterans Administration con- 
strues the language of the Act —‘does 
not exceed the reasonable value thereof 
as determined by proper appraisal 
made by an appraiser designated by 
the Administrator’—to mean that 
the Congress unreservedly left full 
control and responsibility for the 
determination of proper appraisal, and 
consequently of reasonable value in 
the Administrator of Veterans Affairs. 
If there were any doubt as to the 
language itself, the legislative history 
requires such construction and it is 
pertinent and important to note in 
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DIRECTORS 


EDWIN M. ALLEN 
Chairman, Mathieson 
Alkali Works, Inc. 
EDWIN J. BEINECKE 


Chairman, The Sperry & 
Hutchinson Co. 













EDGAR S, BLOOM 
Chairman, Atlantic, Gulf and 

West Indies Steamship Lines 

ALVIN G. BRUSH 
Chairman, American Home 
Products Corporation 

LOU R. CRANDALL 


President, George A. 
Fuller Company 


















CHARLES A. DANA 
President, 
Dana Corporation 
HORACE C. FLANIGAN 
Vice-President 






JOHN M. FRANKLIN 
President, United States 
Lines Company 

CHARLES FROEB 
Chairman, Lincoln 
Savings Bank 

PAOLINO GERLI 
President, 

Gerli & Co., Inc. 

HARVEY D. GIBSON 
President 










JOHN L. JOHNSTON 
President, Lambert Company 


OSWALD L. JOHNSTON 
Simpson Thacher & Bartlett 







KENNETH F. MacLELLAN 
President, United Biscuit 
Company of America 

SAMUEL McROBERTS 
Chairman, McRoberts 
& Tegtmeyer, Inc. 

JOHN T. MADDEN 
President, Emigrant 
Industrial Savings Bank 

JOHN P. MAGUIRE 


President, John P. 
Maguire & Co., Inc. 


















































C. R. PALMER 


President, Cluett 
Peabody & Co., Inc. 

















GEORGE J. PATTERSON 


President, Scranton & 
Lehigh Coal Co. 


HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 







































ERNEST STAUFFEN 
Chairman, Trust Committee 


GUY W. VAUGHAN 


President, Curtiss-Wright 
Corporation 












HENRY C. VON ELM 
Vice-Chairman of the Board 


ALBERT N. hcter crescent 
President, Westi 
Air Brake Conte 
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MANUFACTURERS 
TRUST COMPANY 





Condensed Statement of Condition as at close of business 
September 30, 1946 





RESOURCES 
Cash and Due from Banks . . . $ 523,928,051.50 
U.S. Government Securities... 1,221,787,131.38 
U.S. Government Insured F. H. A. 

Mortgages , 3,756,005.67 
State and Municipal ae é 30,862,317.34 
Stock of Federal Reserve Bank. ; 2,475,000.00 
Other Securities 24,375,722.37 


Loans, Bills Purchased wal Heiheti” 





Acceptances . ; .  521,056,713.20 
... BES exec 11,079,425.61 
Banking Houses once te 11,379,226.40 
Other Real Estate Equities es 275,797.29 
Customers’ Liability for Acceptances . 8,790,774.12 
Accrued Interest and Other Resources 5,699,310.27 

$2,365,465,475.15 
LIABILITIES 
Capital . . . $41,250,000.00 
Surplus. . . . 41,250,000.00 
Undivided Profits 35,127,079.64 $ 117,627,079.64 








Reserve for Contingencies 9,516,865.22 
Reserves for Taxes, 

Unearned Discount, Interest, etc. . 9,506,258.39 
Dividend Payable October 1, 1946. 1,237,500.00 
Outstanding Acceptances . 10,059,548.60 
Liability as Endorser on Acceptances. 

and Foreign Bills . . . . . 208,338.00 
eee ee 2,217,309,885.30 

$2,365,465,475.15 


United States Government securities carried at $177,837,111.64 are pledged to | 
secure U. S. Government War Loan Deposits of $141,127,569.73 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 





Principal Office: 55 Broad Street, New York City 
7i BANKING OFFICES IN GREATER NEW YORK 
European Representative Office: 1, Cornhill, London, E. C. 3 


Member Federal Reserve System 
Member New York Clearing House Association 
Member Federal Deposit Insurance Corporation 
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this respect that absolutely no distinc- 
tion is made as between loans made by 
supervised lenders (Section 500 [d)), 
and those by non-supervised lenders 
(Section 500 [e]).” 

Prior to this decision, it was felt 
that lenders assumed a degree of 
responsibility in determining “‘reason- 
able value” when they certified to 
Item No. 4 on the V. A. loan form No. 
1820. 

The Veterans Administration has 
changed its regulations regarding con- 
struction loans in order to facilitate 
the making of such loans by banks 
and other supervised lending agencies. 
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In an analysis of these changes, 
D. J. Needham, general counsel of the 
American Bankers Association, dis- 
closed that: 

1. The term “full disbursement” in 
Section 36:4301 (p) has been redefined 
to permit supervised lenders to follow 
their usual practice of placing any 
part or all of the proceeds of loans in 
earmarked accounts in their own 
institutions, which advances may be 
made during the process of construc- 
tion. 

2. The default clause in Section 
36:4303 (c) has been modified to make 
it clear that a lender submitting a con- 
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UNITED 


NATIONAL BANK 


OF PORTLAND, OREGON 





STATES 











Loans and Discounts 


Interest Earned 
Other ‘Resources 


Dividends Declared 





CONDENSED STATEMENT OF CONDITION 


Submitted to the Comptroller of the Currency as of September 30, 1946 


RESOURCES 


Cash on Hand and Due from Banks................ $128,981,241.74 
United States Government Bonds.................. 341,895,901.08 


Municipal and Other Bonds...... 


Seek kthalnere eee 103,026,107.79 


Stock in Federal Reserve Bank... 
Bank Premises (including Branches) 
Customers’ Liability on Acceptances 


LIABILITIES 
ECE CN cr ae ne $ 8,000,000.00 
NS aaa dn ate wah is vans es vi 10,000,000.00 


...+ 7,158,945.59 


Reserves for Interest, Taxes, etc.. 
ak win wedi: bah bed 


eee Se eee ey 562,781,208.71 


THIS STATEMENT INCLUDES 31 BRANCHES IN OREGON 


Member Federal Deposit Insurance Corporation 


11,072,821.13 


540,000.00 
4,469,757.46 
211,281.00 
1,261,301.81 
428,628.05 


$591,887,040.06 








$ 25,158,945.59 
2,387,268.60 
211,281.00 
400,000.00 


948,336.16 
$591,887,040.06 
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struction loan for guaranty under 
Section 36:4305 (c) can afford to retain 
control of the advances during the 
progress of construction without ini- 
tially obtaining the guaranty or insur- 
ance. In addition, the amendment to 
Section 36:4303 (c) expressly states the 
conditional nature of the guaranty 
pending final’ accounting to the V. A. 
for the payment of funds out of an 
escrowed or earmarked account. 

3. Section 36:4305 (c) (3) is amended 
to make clear that a lender need 
certify only with respect to enforceable 
labor or material men’s liens in exist- 
ence or which can come into existence 
with respect to construction which 
has been completed and paid for out 
of the proceeds of the loan. 

4. A new section, 36:4343, has been 
added to require prior approval by 
the V. A. of: (1) loans for the purchase 
of homes in certain types of housing 
developments, and (2) business or farm 
loans in excess of $25,000. 


Sd ° e 


Savings Bond Drive 


Secretary of the Treasury John W. 
Snyder opened the Finance Division’s 
drive to enroll additional employees 
in payroll savings plans, which reached 
27,000,000 people during the war, with 
an address at a savings bond rally 
sponsored by the Federal Reserve 
Bank of St. Louis. 

Mr. Snyder’s address was the open- 
ing gun for the new drive which begins 
on November 11—Armistice Day — 
and ends December 7. Other bank 
officials are participating in the drive 
under the auspices of the twelve 
Federal Reserve Banks. 

Speakers have already been engaged 
by the New York, Richmond, Cleve- 
land and Atlanta reserve banks. 

Secretary Snyder said that the 
Treasury has two main objectives in 
promoting the sale of savings bonds. 
The first is to continue and, if possible, 
to further the wide distribution in the 
ownership of the public debt, and the 
second is to aid in combatting the 
damages of inflation. 

Savings bond sales in 1946 have 
passed the $6,000,000,000 mark with 
September Series E, F and G totaling 
$494,111,000. Sales in 1946, according 
to official Treasury figures, have ex- 
ceeded redemptions of these series by 
$1,142,350,000. However, the total of 
E bonds outstanding at the end of 
September, $30,300,000,000, was 1.46 
per cent lower than at the beginning 
of the year. 

The backbone of the new drive is 
the payroll savings plan. It is esti- 
mated that only 7,500,000 workers 
are now participating in the plan. 
The principal cause for the decrease 
is the heavy post-war labor turnover. 


EES 
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NATIONAL BANK 
OF DETROIT 


DETROIT, MICHIGAN 


Complete Banking and Trust Service 


: STATEMENT OF CONDITION SEPTEMBER 30, 1946 
























































RESOURCES 
Cash on Hand and Due from Other Banks : ‘ - ; ‘ $ 270,998,716.67 
United States Government Securities . : ‘ ‘ : ‘ . 635,175,888.48 
Stock of the Federal Reserve Bank . > ‘ é F A ~ 1,455,000.00 
Other Securities . : : J : ; é ‘ . 67,852,130.04 
Loans: ae 
Loans and Discounts sts te i p eels $166,215,764.65 : ’ 
Real Estate Mortgages y : ; ‘ é P o ‘ne, BES tSeghSO.90 199,952,900.61 
Branch Buildings and Leasehold Improvements ‘ : ‘ . 1,151,289.38 
Accrued Income Receivable ; s : 3 ‘ ® i 5 3,218,788.92 
Customers’ Liability on Acceptances and Letters of Credit. é 2,999,415.89 
$1,182,804,129.99 
LIABILITIES 
Deposits: 
Commercial, Bank and Savings 4 page se B " $974,280,171.63 
United States Government A 4 ‘ ‘ 4 j . 92,671,887.25 
ie Other Public Deposits. : ‘ ‘ ae ‘ - 44,974,169.29 $1,111,926,228.17 
i Accrued Expenses and Taxes Payable ae ee Se 2,088,059.85 
iS Income Collected—Unearned : 3 . . . ‘ P 349,550.51 
\ Acceptances and Letters of Credit . . . . «.« e« -« 2,999,415.89 
Reserves : ; : : A : ‘ . ; ‘ P 2 8,314,365.05 
Preferred Stock . : - 2 ‘ . : ‘ ‘ ; ‘ : 8,500,000.00 
Common Capital Funds: 
Common Stock . Sor abc} erg fal tat EP ies Se $ 12,500,000.00 
Gere gh ry Rg Gg ge ¢ -) 
Undivided Profits . ‘ ; " r 4 Mile a -  8,626,510.52 48,626,510.52 
$1,182,804,129.99 
United States Government Securities carried at $128,190,740.77 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $18,258,534.04 of the 
i Treasurer-State of Michigan, and for other purposes required by law. 
\ 
DIRECTORS 
i! HENRY E. BODMAN JAMES S. HOLDEN W. DEAN ROBINSON 
; ROBERT J. BOWMAN JAMES INGLIS R. PERRY SHORTS 
CHARLES T. FISHER WILLIAM S. KNUDSEN GEORGE A. STAPLES 
CHARLES T. FISHER, JR. ALVAN MACAULEY R. R. WILLIAMS 
JOHN B. FORD, JR. WALTER S. McLUCAS C. E. WILSON 
i TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 
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Hand-Picked 





Finance Risks 








In the past, many banks hesitated to enter the 
automobile financing field because they were un- 
willing to loan virtually blind on run-of-the-mine 
credit risks. 

Today, however, through active cooperation 
with local insurance agents under the Bank and 
Agent Auto Plan, banks can obtain a good volume 
of better-than-average loans from among the 
hand-picked customers referred to them by in- 
surance agents. 

Insurance agents, as a rule, sell only the better 


type risks. Day in and day out, they are continu- 
ally calling on the kind of customers your bank 
wants — customers who are sound prospects for 
automobile loans and other bank services. Agents 
can and will help channel these customers to co- 
operating banks—thus producing a profitable and 
growing volume of desirable small loan business. 

If you are not already cooperating, but would 
like to do so, call the Aitna representative in your 
community for full particulars. He is a man 
worth knowing. 


FETNA CASUALTY AND SURETY COMPANY 


Affiliated with Etna Life Insurance Company 
Automobile Insurance Company — Standard Fire Insurance Company 
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(SEE COVER) 


Following a well-rounded conveén- 
tion diet, with much ‘“‘meat” in the 
solid. addresses on auditing and oper- 
ations and a seasoning of entertain- 
ment that included a barbecued dinner, 
the National Association of Bank 
Auditors and Comptrollers elected new 
officers. The annual meeting, held 
October 22-25 at Oklahoma City, 
brought forth a registration approxi- 
mating 700, including representatives 
from Canada, Mexico, Hawaii, The 
Philippines and Sweden. 

The new president is Arthur R. 
Burbett, comptroller, First National 
Bank, Baltimore, Maryland. He suc- 
ceeds Ben N. Jenkins, assistant vice- 
president, First National Bank & 
Trust Company, Oklahoma City. 

First vice-president is Mills B. 
Lane, Jr., president, Citizens & South- 
ern National Bank, Atlanta, Georgia. 

Second vice-president is Paul D. 
Williams, comptroller, Corn Ex- 
change National Bank & Trust Com- 
pany, Philadelphia, Pennsylvania. 

The secretary is Edward F. Lyle, 
comptroller, City National Bank & 
Trust Company, Kansas City, Mis- 
souri. 

The new treasurer, who will be in 
line for the presidency in 1950, is 
Harold E. Randall, vice-president 
of The First National Bank of Boston. 

There was no change in the aug- 
mented national headquarter’s staff, 
which now consists of: Darrell R. 
Cochard, assistant secretary and 
managing editor of the National Audit- 
gram; Alvin J. Vogel, secretary to 
the Research Committee; and Edward 
G. Lucht, assistant to the editor. 

Both the convention attendance and 
program emphasized the broadening 
character of this fast-growing associ- 
ation. The talks covered not only 
auditing controls and operations but 
also embraced problems of job evalu- 
ation, service charges, and even bond 
profits. Furthermore, there was a 








MALCOLM BRYAN 


Now vice-chairman of Atlanta bank 


large number of delegates other than 
auditors and comptrollers; the re- 
mainder were bank presidents, — vice- 
presidents, cashiers, etc. Thus the 
N. A. B. A. C. has become increasingly 
concerned with the personnel and 
operating phases of banking in addi- 
tion to auditing functions. 

Plans of the association for the 
future include continued emphasis on 
its research program and on special 
reports and other aids by the head- 
quarter’s staff for the membership. 


* 


A 49-year-old former vice-president, 
John S. Coleman, has been named 
president of the Burroughs Adding 
Machine Company, Detroit, succeed- 
ing Alfred J. Doughty, who has retired 
because of ill health. A law graduate 
and at one time an employee of Guar- 
anty Trust Company of New York, 
Mr. Coleman has been with the 
Burroughs organization since 1920. 

Laurence V. Britt, former execu- 
tive vice-president, is now chairman 


Well known to many bankers are these Burroughs executives, recently promoted 


L. V. BRITT J. S. COLEMAN 





J. L. STEWART 


R. R. EPPERT 





of the board and also chairman of a 
newly-formed executive committee. 
John L. Stewart, formerly vice- 
president and treasurer, has been pro- 
moted to executive vice-president and 
treasurer. Ray R. Eppert, sales 
manager, has been advanced to vice- 
president of marketing. Raymond 
G. Bower, factory manager, has 
become vice-president of engineering. 
A former special representative Shel- 
don F. Hall, has been named assist- 
ant secretary and assistant treasurer. 


7 


Reflecting its broad interest in the 
economic development of the South is 
the action of the Trust Company of 
Georgia in electing Malcolm Bryan 
as vice-chairman of the board. For Mr. 
Bryan, formerly first vice-president of 
the Federal Reserve Bank of Atlanta, 
is a foremost authority on the eco- 
nomic trends affecting the region’s 
agricultural, industrial and financial 
life. In his position with the Trust 
Company of Georgia he will continue 
to supervise development of informa- 
tion important to southern business, 
in addition to his administrative duties. 


e 


A well-known American banker in 
the specialized sphere of financing for- 
eign trade, Juan M. O. Monasterio, 
has been chosen 
president, direc- 
tor and chair- 
man of the ex- 
ecutive commit- 
tee of Credito 
Internacional, 
S.A., and a di- 
rector of Banco 
Internacional, 
S.A., both of 
Mexico City. 

Mr. Monas- 
terio for some 
years has been a vice-president of 
Mercantile-Commerce Bank & Trust 
Company, St. Louis, and prior to that 
was a vice-president of The Hibernia 
National Bank in New Orleans. In 
recent years he has played an active 
role in the industrialization of Mexico. 

The “Internacional” group is one 
of the strongest financial units in 
Mexico with affiliated institutions 
throughout the country. 





J.M.O. MONASTERIO 


¢ 


The select coterie of outstanding 
pioneer bankers in California, which 
includes such notable figures as F..L. 
Lipman and Victor H. Rossetti, has 
lost one of its most distinguished mem- 
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stores has brought a new danger to banks. 
The so-called ‘‘proposition” gentry are 
going quietly into action in various parts 
of the country. 


* * 


7 
They are a clever ring of fo who plan 
aa te with experienced shill, shoot for 
high stakes and stay far in the background. 
The forged checks are passed directly in the 
bank servicing the account. 


Ae 4 ( 
7 


Here’s how they work. A member of 
the gang ferrets out a shady store owner 
with larceny in his heart. With the hun- 
dreds of newstores opening up these days, 
finding such a merchant is not difficult. 
Once found, he actsasafrontforthegang. 





* * * 


Members of the proposition mob secure 
signatures of a large depositor in the same 
bank the crooked storekeeper. A 
clever penman studies the signature and then 
imitates it so well that it will pass any cur- 
sory inspection. 


* * * 


A forged check of from $2,000 to $5,000 
is given to the storekeeper. He deposits 
it to his account. Since it ap to be 
a routine transaction, the teller accepts 
the check. A few days later the store- 
keeper draws out the cash, turns it over 
to the gang, and receives his cut. 


* * * 


Once they’ve shown him how easy it is, the 
gang has him repeat the routine three or four 
times in a month, withdrawing as much as 
$15,000 to $25,000. The mob specializes in 
jewelry, furs —luxury line shopkeepers with 
whom large transactions are not unusual. 





When the storekeeper is questioned he 
is well prepared. He presents phony bills 
of sale which show that he did not turn 
over the merchandise until the checks 
had cleared — thus passing the onus to 
the bank. Actually he never turned over 
any merchandise at all. 


* * * 


There is no simple way to detect these 
expert forgeries. A good plan is to check the 
background of any new store account. 


- * * 


Another good plan is to give your custom- 
ers’ checks the protection afforded by Ham- 
mermill Safety. A note on your bank letter- 
head will bring samples of this fine check 
paper. Address Hammermill Paper Company, 
1503 East Lake Road, Erie, Pennsylvania. 
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JOSEPH F. SARTORI 


Banking leader for over 50 years 


bers through the death, at 87, of 
Joseph F. Sartori. 

Chairman of the board of the 
Security-First National Bank of Los 
Angeles, the nation’s ninth largest 
bank, Mr. Sartori had headed the 
institution and its predecessor, the 
Security Trust and Savings Bank, for 
more than half a century. 

. 


New president of the nation’s fourth 
largest savings bank, the Dime Savings 
Bank of Brooklyn, is the former execu- 
tive vice-president, George C. John- 
son. He succeeds Philip A. Ben- 
son, one-time A. B. A. president 
(1938-1939), who died recently of a 
heart attack at the age of 64. 

Mr. Johnson has been with the 
Dime Bank since 1917. He was 
secretary from 1929 to 1932, and treas- 
urer from 1932 until this June when he 
was named executive vice-president. 


* 


The National Bank of Commerce of 
Seattle has created the new office of 
first vice-presi- 
dent, and for the 
position has se- 
lected a member 
of the Commerce 
organization 
since 1912 and a 
vice-president 
since 1937, Carl 
L. Phillips. 
Manager of the 
main office since 
January, Mr. 
Phillips is a keen 
student of banking, being a graduate 
of the A. B. A. Graduate School and 
active in A. I. B. work for more than 
25 years. 

Four senior vice-presidencies have 
also been created at the National Bank 
of Commerce, and four veteran vice- 
presidents have been promoted to these 
positions, Ira W. Bedle, Herbert 


Cc. L, PHILLIPS 


Witherspoon, Homer L. Boyd and 
Arthur W. Faragher. Meanwhile, 
Vice-president J. L. Platt has been 
advanced to manager of the main 
office, and W. D. Courtney has been 
promoted from assistant vice-president 
to vice-president. 
Sd 


The new North Shore Bank of 
Miami Beach, Florida, began business 
on October 15 and has announced its 
official staff. President of the bank is 
F. Rouse Smith, who comes to his 
new position after an 18-year career as 
cashier with the Miami Beach First 
National Bank. Leonard L. Abess 
will serve as chairman of the board of 
directors. Other appointments in the 
new bank were Shepard Broad, vice- 
president and general counsel, and Al- 
bert Pick, vice-president and cashier. 


o 


Following a change in ownership, an 
expansion policy has been announced 
for the Bank for 
Savings and Trusts, 
Birmingham, Ala- 
bama. Milton 
Andrews, former 
vice-president of 
The First National 
Bank of Birming- 
ham, has been 
elected president 
following the retire- 
ment of Walter E. 
Willett, who had headed Bank for 
Savings for 30 years. The bank has 
operated exclusively as a savings insti- 
tution, and a first step in the expansion 
program will be the opening of a new 
commercial banking department. 


* 


After serving since 1920 as an officer 
of the Federal Reserve Bank of San 
Francisco, 
C. E. Earhart 
was appointed 
president on 
October 17, suc- 
ceeding the late 
Ira Clerk who 
died suddenly 
aboard a Wash- 
ington-bound 
train after hold- 
ing office less 
than a year. 
Mr. Earhart be- 
gan his banking career with the Wells 
Fargo Bank in San Francisco. Joining 
the Reserve Bank in 1917, he worked 
up the ranks and was made first vice- 
president in January of this year. 
While concerned with policies he is also 
noted for his knowledge of operations. 




















Cc. E. EARHART 


Promotions have been announced 
for three members of the A. B. A. 
staff. Melvin C. Miller, formerly 





THE 












THE BURROUGHS CLEARING HOUSE—November, 1946 35 








. - 2 
x % 
swt, s 
= % ei 
se - 
ms Me 
— i 
ann ee 
oe see 
Me, ~* 


This smoothness test 
makes sure that 


Hammermill Safety | 


is easy to write on 


SSFROM CHIPS TO = 
== PULP TO PAPER 
“HAMMERMILL CONTROLS. 
EVERY. STEP-IN = = 
=== PRODUCING =< 


Vt Hammermill Safety is made complete in one mill. Every characteristic that con- 


cies - on tributes to a fine check paper is tested by Hammermill's own technicians in one 
ae A of the most modern testing and control laboratories in the papermaking craft. 
; That is why it is the uniform check paper —uniform in smooth writing surface, 


protective qualities, color and strength. A note on your bank letterhead will 
bring samples. Address Hammermill Paper Co., 1503 East Lake Road, Erie, Pa. 
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secretary of the Bank Management 
Commission and of the State Bank 
Division, has been advanced to deputy 
manager of the Association in charge 
of the two departments. Dr. Wil- 
liam A. Irwin, heretofore assistant 
director of the Graduate School of 





BETTER 


THAN 


RUBBER 











50-Ilb. Brown Kraft 
WILL NOT DETERIORATE 


Banks everywhere use these Bands 
for packaging currency, deposit tickets, 
checks, etc. Much better than rubber 
bands as they will not break nor de- 
teriorate with age. Size of bands, 10 
in. x % in. Made of 50-lb. Brown Kraft. 
Ends gummed with pure tapioca dextrine. 
Packed 1000 to a box. 


FREE SAMPLES 
Write Today to Dept. 8 
The €C. L. DOWNEY Company 

HANNIBAL, MISSOURI 


Worlds Largest M {r4 of Coim Wrappers 
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Banking, has been named associate 
director; he continues as _ national 
educational director of the A. I. B. 
and as A. B. A. economist. Leroy 
Lewis, for the past two years assistant 
educational director of the A. I. B., 
has been promoted to associate educa- 
tional director. 
+ 


Arthur T. Roth. who has been 
nationally publicized for the innova- 





A. C. PHILLIPS 


tions which he introduced at The 
Franklin Square (Long Island) Na- 
tional Bank, has been advanced from 
executive vice-president to president. 
Arthur C. Phillips has retired from 
the presidency, although he will con- 
tinue to preside as chairman of the 
board. 


a 


Numerous promotions at The 
Detroit Trust Company have followed 
the retirement of Chairman McPherson 
Browning, Executive Vice-presidents 
Lawrence K. Butler and Charles P. 
Spicer, Vice-president Ralph Stone, 
and several other officers. Former 
assistant vice-presidents who have 
been made vice-presidents are Vernon 
C. Fratcher, Harry R. Gleeson 
and Carleton B. Leonhard. Roy 
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L. Thurman, assistant treasurer, has 
been promoted to treasurer. Mark C. 


Stevens and Charles E. Howard - 


have been advanced from trust officers 
to assistant vice-presidents, while 
Howard C. Hilliker has been made 
a trust officer. 

ea 


Francis J. Moore has been as- 
signed as manager to the new Manila, 
P. I., office of the Bank of America, 
thus returning “home” after 18 years 
of banking experience in California. 
Mr. Moore spent his early life in the 
Philippines. 


e 


O. H. Perry Baldwin, formerly 
vice-president of The First-Central 
Trust Company, Akron, Ohio, has 
been elected vice-president of the 
Corporation of the Farmers Bank of 
the State of Delaware, and heads the 
bank’s branches in Wilmington. 


Vice-president and manager of the 
new Fresno office of The Anglo Cali- 
fornia National Bank of San Francisco 
is A. B. Nordling, a bank executive 
in Los Angeles for the past 15 years. 


S 


Thomas H. McKittrick, whose 
term of office as president of the Bank 
for International 
Settlements in 
Basle, Switzerland, 
expired on June 30, 
has been elected a 
vice-president of 
The Chase Na- 
tional Bank, New 
York City. He will 
give his attention 
to matters of policy 
involved in the 
bank’s activities in the foreign field. 


o 


The National City Bank of Cleve- 
land has announced the addition to its 
staff of Joseph A. Overton, who will 
act as manager of that bank’s munici- 
pal bond department. Mr. Overton 
brings into the banking business 10 
years of investment experience, which 
he acquired in New York before begin- 
ning a five-year Navy career in 1941. 


+ 





T. H. McKITTRICK 


The Tradesmens National Bank and 
Trust Company of Philadelphia will 
be represented on the west coast by 
William S. Louchheim, assistant 
vice-president. Mr. Louchheim’s of- 
fices are at 247 South Beverly Drive, 
Beverly Hills, California. 


¢ 


J. Harold Lineberger, a promi- 
nent figure in the textile world, has 
been elected to the board of directors 
of the American Trust Company, 


TH 
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OF A RIVER AND A BANK... 


The river, the Delaware, was here when Philadelphia was new, carrying its 
tiny colonial traffic. As the city and the need grew, the river grew in service to 
accommodate it—today it bears the water traffic of a great city. 


Similarly, The Philadelphia National Bank has grown with the city and the 
nation—amplifying its services to meet new conditions, new requirements. 


The experience of a century is a steadying thing. The Philadelphia National 
looks back over good times and bad—wars, booms, depressions. Through 
all, it has worked with and for other banks in communities throughout the 
nation, discharging its functions honorably and efficiently. 


The formula of survival and growth has been a forward-looking adaptability 


based on sound banking principles—and good relations with other banks 
as a useful correspondent. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 
PHILADELPHIA 1, PA. 
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Charlotte, North Carolina. Mr. Line- 
berger has served in official capacity 
with many textile processing and 
manufacturing firms. 


© 


Harry L. Smith, who has served 
in various departments in the First 
National Bank for 23 years, has been 
_ appointed a special representative to 
the banks of Texas, as assistant to 
Vice-president W. C. Collins. 


. 


J. E. Drew, formerly A. B. A. 
deputy manager, and later assistant 
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director of promotion for the American 
Gas Association, has been appointed 
an assistant to Holcomb Parkes, vice- 
president in charge of public relations 
of the National Association of Manu- 
facturers. 


° 


Banking lost another of its older 
leaders in the death, at 89, of Edward 
F. Swinney. Formerly president and 
later chairman of the board of The 
First National Bank of Kansas City, 
Missouri, he had been chairman of the 
executive committee since 1942. He 
joined the bank, as cashier, in 1887. 
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correspondent bank system provides a ready- 


made channel for disseminating information on 
consumer credit to the advante 


ground and experience, can introduce a powerful com- 
petitive organization into the field, to blanket a specified 
region within its boundaries. 


This Jarge bank’s background is based on 34 
years of actual experience. 






Grounding in fundamentals and techniques runs 
through the entire organization, and is not in 
the hands of one or two recently hired experts. 


This bank welcomes the opportunity to assist its 
correspondents in this specialized field. 
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He was president of the A. B. A. in 
1904-05. 


¢ 


Brigadier General Leonard -P. 
Ayres, perhaps banking’s best known 
economist and statistician, died sud- 
denly October 29 of heart failure at 
the age of 67. He was a vice-president 
and member of the executive commit- 
tee of The Cleveland Trust Company, 
and had been chairman of the A. B. A. 
Economic Policy Commission since 
1932. 


° 


Lawrence C. Marshall has joined 
the Bank of the 
Manhattan Com- 
pany as a vice- 
president, and will 
assist in handling 
New York City 
business at the 
main office. He for- 
merly was an assist- 
ant vice-president 
of the United States 
Trust Company, 
New York City, in charge of its bank- 
ing department. 





L. C. MARSHALL 


The Lincoln Savings Bank of Brook- 
lyn has announced the election of 
Wallace W. True as vice-president 
in charge of new mortgage loans and 
appraisals, in conjunction with John 
A. Elbe, vice-president and cashier. 
Mr. True has been a trustee of the 
bank since 1945. 


7 


Joseph E. Muckley has been ap- 
pointed assistant vice-president and 
manager of the credit department at 
the Seattle-First National Bank, 
Seattle, Washington. 


+ 


Rod Maclean, widely known Los 
Angeles financial advertising man, has 
been appointed 
advertising man- 
ager of the Union 
Bank & Trust Co. 
of Los Angeles. He 
formerly served in 
a similar capacity 
at California Bank. 
Rivaling his _ rec- 
ognition in the 
field of financial 
advertising is Mr. 
Maclean’s reputation as author of 
verse and prose, which has appeared 
over a period of years in many of the 
nation’s leading magazines and news- 
papers. 





ROD MACLEAN 


+ 


Harry J. Lazarus, vice-president 
of the Central National Bank in 
Chicago, has resigned to form the 
advertising agency of Harry J. Lazarus 
& Company, with offices at 430 N. 
Michigan Avenue. 
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How to Speed up 
Check Cashing 
as Much as 300% 


New System—Proved in Actual Use—Eliminates Congested Lobbies 


@ Here, at last, is a proved method of improving cus- 
tomer service during check-cashing peaks and other 
heavy periods... without incredsing costs. 


It’s the new Fas-Cash System—developed by a banker to 
enable one teller to do the work of two. 


Fast! Easy! Nothing difficult to learn! 


The Fas-Cash System is simple to install. It’s easy to use. 
With this new system any teller can learn in only fifteen 
minutes to increase his check-cashing output by as much 
as 300% ... cash up to 400 checks an hour. 


Tellers like the Fas-Cash System because it reduces 
errors, fatigue and strain. And banks like the system be- 
cause it eliminates the cost of extra teller windows... 
keeps lobbies free from congestion. 


Saves up to 25 seconds per check! 


Tellers using the Fas-Cash System report that they can 
cash checks in as little as five seconds! Contrast this 
amazing speed to the twenty to thirty seconds required 
to count and prove in the old-fashioned way. 


<a 


Enables.}°Teller to do the Work of 2 


Find out what the Fas-Cash System can do to solve your 
problem of a crowded lobby. Send coupon below or 
write: Fas-Cash System, P. O. Box 225, Detroit 31, Mich. 


What the FAS-CASH SYSTEM Has Done for 
Other Banks, It Can Do for Yours 


Doubles check-cashing capacity. One teller can do the work of 
two... cash up to 400 checks an hour. 
Cuts labor costs. Currency is counted only once, as compared to 
usual proving in, counting from till and proving out. 
Reduces teller errors. The Fas-Cash System eliminates need of 
counting and proving each check-cashing transaction. 
Banishes crowds. Speed in cashing checks moves waiting lines 
more than twice as fast . . . keeps lobby free from congestion. 
Creates good will. Customers don't like to stand in line... are 
grateful for the way Fas-Cash improves service. 

6. Builds business. Word-of-mouth praise about the extra service 
you provide brings new customers to your bank. 


SEND COUPON TODAY FOR FREE FOLDI 


FAS-CASH SYSTEM, INCORPORATED 
P.O. Box 225 
Detroit 31, Michigan 














Yes ... we want to improve customer service. Rush details abd} 
the Fas-Cash System, together with free illustrated folder. 
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Big things happen in Philadelphia 


Should some self-styled “humorist” de- 
scribe Philadelphia to you as a “cross- 
roads town,” you might remind him that 
highways go out in all directions from 
a crossroads. And Philadelphia manu- 
factures so many important things for 
the nation that it’s a vital focal point 
for highways, railroads, airlines and 
steamship lines. 


Ask him, for example, if he knows 
that the Philadelphia area is one of the 
largest radio manufacturing centers in 
the nation. That and television are just 
two of many industries located here. 

The need is evident for a great bank, 
capable of handling the countless finan- 
cial problems of the firms which have 





made Philadelphia the “Workshop of 
the World.” 


In The Pennsylvania Company, they 
find the many varied banking services 
they need, offered in a modern, pro- 
gressive manner. The Pennsylvania 
Company lends money to help its clients 
make money. And, in addition to being 
a great bank, it is one of the country’s 
oldest and largest trust companies. 


If you have business dealings in Phil- 
adelphia, you'll find The Pennsylvania 
Company’s facilities and broad experi- 
ence a great help. We've been here 
since 1812 and know this area mighty 
well. Won’t you pay us a visit when 
you're in town? 








THE 


PENNSYLVANIA 
COMPANY Founded 1812 


FOR INSURANCES ON LIVES 
AND GRANTING ANNUITIES 


PHILADELPHIA 


Member Federal Reserve System... 
Federal Deposit Insurance Corporation 
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CANADIAN BANKING 





sy JAMES MONTAGNES 


Service Charges 


Canadian banks, a survey in To- 
ronto banking circles shows, are not 
planning to increase service charges. 
Many of the present service charges 
were instituted between 10 and 15 
years ago, and a committee appointed 
by the Canadian Bankers’ Association 
(to which all Canadian banks must 


belong by government legislation) has 


been studying the question of whether 
the fees should be adjusted. 

Canadian bankers interviewed feel 
that American bankers have advanced 
farther in the matter of service charges 
than Canadian banks, whose check 
books are still free to customers except 
those who want their own names on 
checks. Canadian banks do not charge 
for deposits on savings accounts, allow 
savings customers as many checks as 
desired if handled across the counter, 
but charge 5 cents a check for those 
which go through clearing houses. No 
charge is made if the number of checks 
per month does not exceed one for each 
fraction of $50, the minimum monthly 
balance. Each customer has to sign 
an agreement to pay such service 
charges and the bank is unable to 
charge if no agreement has been signed. 

On current accounts the method of 
making service charges is different. 
No charge is made if the number of 
entries per month does not exceed one 
for each $20 of average monthly bal- 
ance. A charge of 5 cents per entry is 
made on any excess, plus a mainte- 
nance charge of 25 cents or less where 
the total amount charged would other- 
wise be less than $1. Accounts where 
the volume of deposited items is heavy 
are subject to special analysis, and 
charges made accordingly. Where 
companies issue checks payable at par 
at other branches of the bank through- 
out most of Canada, exchange charges 
are usually paid by customers. 

While not developed as extensively 
as in the United States, Canadian 
banks feel they cannot increase their 
service charges for some time to come. 

A wartime development is a safe- 
keeping service, involving a minimum 
charge of 25 cents for $250 in war 
bonds. For this, the bank keeps the 
bonds, credits the customer’s account 
with coupon interest. 

While standard service charges as 
outlined are in use in all parts of the 
country, each account is analyzed on 
its value to the bank, and if carried at 
a loss, the customer is notified and 


special arrangements for charges are 
made. In this way few accounts are 
long carried at a loss. 


4 Sl S 


Promotions 


New superintendents for the Mont- 
real and Maritimes districts have been 
announced by the 
Bank of Montreal. 
Allan T. Corner, 
for the past two 
years assistant to 
George W. Spinney, 
president of the 
bank, has been 
appointed superin- 
tendent of branches 
in the Montreal 
area. Prior to mov- 
ing to Montreal he had served in the 
bank’s branches at St. John’s, New- 
foundland, at Toronto and at New York. 

Thomas R. Gilbert has been ap- 





A. T. CORNER 


pointed superintendent of the Mari- 
times district of the Bank of Montreal, 
and manager of the main Halifax 
branch of the bank. He _ succeeds 
Goldwin B. Howard who has been 
named manager of the bank’s main 
branch at Hamilton, Ont. 

A. C. Ashforth has been appointed 
an assistant general manager of the 
Dominion Bank, 
with headquarters 
at Toronto. He 
started with the 
Dominion Bank 
in 1910, became 
general manager’s 
secretary in 1921, 
a supervisor in 
1934, and manager 
of the main office 
at King and Yonge 
Sts., Toronto, in 1934, from which 
post he moves to assistant general 
manager. 

John.D. Harrison, well-known On- 





A. C. ASHFORTH 
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Michigan area. 
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COLLECTIONS 


Collection business is never routine business 
at Manufacturers National Bank of Detroit. 


When you send a collection item to this bank, 
you may depend upon us to follow through 
—to obtain quick payment or to obtain for 
you a prompt and explicit explanation of any 
reason for non-payment. 


Because of our location and our connections 
in the Dominion, more and more banks are 
calling on Manufacturers National for 
Canadian collections. Put us to the test, too, 
on the collection of commodity drafts in the 


MANUFACTURERS NATIONAL BANK 
OF DETROIT 


Member Federal Deposit Insurance Corporation W4 
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tario lawyer, has been appointed 
general manager of the London and 
Western Trusts Company Limited, 
London, Ont. He recently returned 
from overseas where he was in service 
with the Canadian Army for five years. 


New Buildings 


The largest Canadian office building 
to be constructed since 1930 has been 
announced by the Bank of Nova 
Scotia for its head office at Toronto. 
A 25-story building with 280,000 
square feet of floor space is to be 
erected at the northeast corner of 


° + + 
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STATEMENT OF CONDITION 


MERCANTILE - COMMERCE 


BANK AND TRUST COMPANY 
Locust-Eighth-St. Charles 
ST. LOUIS, MISSOURI 


SEPTEMBER 30, 1946 


*” 


THE RESOURCES 
Cash and Due from Banks_-____..__._.---- $89,442,434.95 
United States Government Obligations, di- 
rect and guaranteed (incl. $51,066,940.84 


Nise ical csdnicithcnintanbacenstennt 169,128,228.20 
Other Bonds and Securities___..........--- 24,612,584.11 
Demand and Time Loans_-___.........___-- 74,404,082.07 
Stock in Federal Reserve Bank in St. Louis- 525,000.00 
Real Estate (Company’s Building)--_-------- 2,790,536.40 
Other Real Estate and Claim against U. S. 

CS REEL LEELA TO A ETE 1,500,000.00 
et an anes Lune Ree ei eae ae 26,723.61 
Customers’ Liability on Acceptances and 

ES EEE es Sa 3,235,080.32 
ee II cr cdhinis heemaicinccsncmermabennsutwetetas 25,433.95 

$365,690,103.61 

THE LIABILITIES 

Capital EAE A Ae Nal PE $12,500,000.00 
|” SS ERA EE ae 5,000,000.00 
a EE ae 6,136,623.62 
Reserve for Dividend Declared __.._.-__-- 250,000.00 
Reserve for Interest, Taxes, etc. _......_-_- 2,245,304.41 
EE inact cncubneacsintehmnhuees 4,642.55 
Bank’s Liability on Acceptances and Letters 

Oo SESE, PES Ae 3,235,080.32 
SE IED, sissies: dierdcsodceinwmiceeabiedea tate 207,013.69 


Deposits, Secured: 


U.S. WarLoans $ 31,376,427.69 
Other Public 


Funds__-__-_ 9,106,118.13 $ 40,382,545.82 
Other Deposits: 


Demand _-___- $240,828,198.40 
Savings ___-- 54,773,937.69 
PD saseun 


126,757.11 $295,728,893.20 $336,111,439.92 
_ $365,690,103.61 





*All securities pledged are to the U. S. Government or its Agents, State of 
Missouri and the City of St. Louis, to secure deposit and fiduciary obligations. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Head office, Bank of Nova Scotia 


King and Bay Streets as soon as labor 
and materials are available. Work is 
contemplated to start early in 1947 
by demolishing the buildings now on 
the property. 

Plans for the new building, which 
will be one of the tallest in Canada, 
are now being revised from the orig- 
inals of 15 years ago. 

Location of the new building will 
place a bank head office on three of the 
four corners of King and Bay Streets, 
with a regional head office of a bank 
on the fourth corner. This makes 
King and Bay Streets intersection the 
only corner in Canada with four bank 
head offices. 

Among the especially interesting 
new branch banks being erected 
throughout Canada is the one being 
built by the Canadian Bank of Com- 
merce at Port Credit, Ontario, (pic- 
tured above) which is of new bank 
design for Canada. Interior features 
of the bank will be the fluorescent 
lighting over the bank staff area and 
public writing desks, two-story vault 
and two coupon booths, and counters 
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and woodwork of limed oak with the 
floors plastic-tile covered. 
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7,000 men — 

hunting b 
In cities, towns and farming communities from 
coast to coast and border to border, there’s a vast 
army of more than 7,000 men now in the field— 
urging auto buyers to finance their new car pur- 
chases through local banks. 

They're the aggressive agents of State Farm 
Mutual, world’s largest automobile insurance com- 
pany. They contact regularly more than a million 
State Farm policyholders and are backed by aggres- 
sive national advertising and promotion. There is 


no single, readily accessible group of car owners 
in the U. S. either so large or representing so great 
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usiness for you! 


Surveys show that this select clientele of “pre- 
ferred risk’’ State Farm policyholders is in the 
market for new cars, used cars and other essential 
consumer goods totaling well over $5,260,000,000. 
The financing of these needs will create a vast 
market for money—a market to be shared by 
thousands of local banks cooperating with State 
Farm across the nation. 

Efforts of each agent are now being directed 
toward promoting your bank's interest in consumer 
financing. If you’d like to share in this great 
credit opportunity, it will pay you to investigate 





a high-grade potential market for automobile and the State Farm Bank Plan without delay. 
other consumer financing. 


STATE FARM 
INSURANCE 
COMPANIES 


BLOOMINGTON, ILLINOIS 


Canadian Office: 
| Toronto, Ontario 









State Farm Insurance Companies 3C-116 
Bloomington, Illinois 
Gentlemen: 

Please send us, without obligation, the FREE 
booklet or booklets we have checked belew. 
0 “New Profit Opportunities for Banks" 
0 “The State Farm Group Loan Life Plan—Good 
Will Insurance for Banks" 


Learn how your bank can profit! Send today for FREE booklets 


Here are two booklets every banker should have! ‘New Profit Opportunities 
for Banks,’’ explains in detail how the State Farm Bank Plan works for you. 
“THe State Farm Group Loan Life Plan—Good Will Insurance for Banks,”’ tells 


how you can insure consumer loans at low cost. Both of these booklets are NEMO. cesecccrcrcccceseroscescecccscesecens 
free for the asking. Simply indicate on this coupon whether you'd like one or Bank... 00. seeeeeeccereccreeserecereceeeeess 
both booklets. Then clip it and mail to State Farm Mutual, Bloomington, Address 


eee eee ee eee eee ee eee eee eee ee eee eee eee 


Illinois. There is no obligation. 
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She reaches high C— wv Wining 


The soprano, at times, sings sweet. 

But it takes a lot of writing before 
you can hear her. 

For radio broadcasters build stu- 
dios, buy transmitters, pay salaries. 
To chart a written record of business 
facts with speed and economy, they 
turn, often, to Moore Business 
Forms. 

What’s true in radio is true in 


business of every kind, of every size: 
Moore Business Forms help slice op- 
erating costs, allow more clerical out- 
put with less writing. 

For banks, Moore makes standard 
forms of every kind, as well as spe- 
cially designed forms to handle prob- 
lems of individual nature. 

A Moore specialist will be glad to 
show you paper-work short-cuts that 


may mean a real saving in time and 
money. One standard form, for ex- 
ample, can cut writing time 172%. 

Telephone your local Moore office, 
or write headquarters. Moore stands 
ready to supply you with everything 
from a simple deposit slip to the most 
intricate multiple-copy form . . . “to 
put it on the record, swiftly, accu- 
rately, economically.” 


MOORE BUSINESS FORMS, INC. 


FACTORIES IN NIAGARA FALLS, ELMIRA, N. Y.; MINNEAPOLIS, MINN.; DALLAS, TEX.; LOS ANGELES, EMERYVILLE, CALIF. 


SALES OFFICES IN OVER 200 CITIES FROM COAST TO COAST, ALSO IN PRINCIPAL CITIES ACROSS CANADA 


ADV. BY H.W. AYER 
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THE BOOKLET COUNTER 








Information Manuals for Em- 
ployees . . . A wealth of material to 
assist in the preparation or revising of 
an employee manual is contained in 
this study by the Policyholders Serv- 
ice Bureau of the Metropolitan Life 
Insurance Company. It analyzes the 
contents of manuals prepared by 119 
different companies, and includes a 
number of excerpts and illustrations 
from them. 


And the Truth Shall Make 
You Free . . . Compilation of a series 
of outstanding advertisements dedi- 
cated to the task of presenting funda- 
mental economic truths, in every day 
language. It is suggested that they 
may serve as examples for like adver- 
tisements in the financial field or the 
original texts may be used in full with- 
out credit. 


Better Living for New Home 
Builders . . . Nine messages on the 
advantages of the packaged mortgage 
financing plan, in which the cost of 


desirable equipment such as garbage : 


disposal units, etc., is included in the 
mortgage rather than being financed 
by short-term installment loans. In- 
cluded is an explanation of why the 
plan is attractive to the lender, in 
providing sounder investments. 


The Naperville Plan ...A 
detailed description of how veterans, 
together with financial and other 
leaders in an Illinois community, are 
carrying out a co-operative plan to 
alleviate the housing shortage. 


These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





Of special interest to bank and sav- 
ings and loan executives will be the 
financing arrangement developed, in- 
cluding a revolving fund set up to 
provide interim funds during the con- 
struction period. 


Message to Trust Officers... 
Reproduction of a series of advertise- 
ments in which an insurance company 
cites ways in which its representatives 
can work with trust officers in estate 
analysis, in formulating business in- 
surance plans, and in working out 
employee retirement programs. 


May We Quote You? ... Some 
specific ways in which favorable press 
relations can be fostered are discussed 
in this booklet prepared by a large 
corporation for the guidance of its 
own executives. Financial institu- 
tions desiring to make news interviews 
more profitable for all concerned will 
find the contents directly applicable. 


Included are financial details for veterans’ housing 





Whot happened 


in Naperville, Hino: 


when vet and civei 


« leaders woke 














Soil Conservation ... A leading 
farm-implement company co-ordinates 
materials from the soil conservation 
service of the United States Depart- 
ment of Agriculture, along with those 
from state agricultural colleges and 
extension services, to make up this 


ff J —— / 
4 j ~“o -y fife 
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SOIL CONSERVATION 





' 
j 
FOR A PERMANENT AGRICULTURE i 


For practical understanding of 
soil conservation problems 


exceptional booklet. Nearly 100 con- 
tour maps, graphs and photographs 
are combined with instructional matter 
to give practical understanding of soil 
conservation problems under different 
conditions: and in many parts of the 
country. 

Particular problems are made more 
understandable by the manner in 
which the book is divided as to “land 
classifications.”” For example, crop 
farming is taken up under the headings 
of strip cropping, terracing, gully con- 
trol, crop rotation and stubble-mulch 
tilling. 


Rental Housing for Veterans 
. - - There is general recognition of 
the desirability of home rental by 
many veterans, in lieu of purchase 
under today’s conditions. This FHA 
brochure explains the procedure in 
developing rental projects (these can be 
relatively small undertakings or the 
conversion of existing homes, and thus 
the subject is not outside the financing 
scope of smaller institutions). 

Among its 20 sections, the booklet 
deals with the new accelerated depreci- 
ation clause, pertinent provisions of 
FHA Title VI, effect of rent controls 
and ceilings, and conversion loan 
procedures. 
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Safety is the first, and lasting, concern of progressive banks. 
It’s one of our major concerns, too. 

With deposits and resources at all time highs. ..with 
rising living costs making it more and more difficult for 


“white collar” workers to make both ends meet.. .with crim- 


inal activity increasing, the need of banks for a full measure. 


of protection against such ever-present risks as embezzle- 
ment, burglary, holdup, forgery, “misplacement” and the 
like is greater than ever before. 

How long has it been since you last reviewed your 
blanket bond coverage? Are you sure it’s up-to-date in form 
and sufficient in amount to cover your present increased loss 
exposures ? 

There are two ways to resolve any doubts you may 
have with respect to your present protection. You can wait 
until a loss occurs, or you can call in the F& D’s experienced 


representative in your community today. 


SPEIER LM 


FIDELITY, SURETY AND BANKERS 
BLANKET BONDS; BURGLARY, 
ROBBERY, FORGERY AND GLASS INSURANCE 


POSIT COMPANY 
| Maryland 






WITH WHICH IS. AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 





THI 
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By CHARLES R. ROSENBERG, sr. 


Bank Liable for Slander 


A South Carolina bank was sued by 
one of its tellers for slander. 

The teller alleged that, in response 
to a telephoned request by the bank’s 
cashier, he went to the bank one 
evening and that upon his arrival the 
cashier summoned the bank’s presi- 
dent and vice-president, who came at 
once. 

Then, in the presence of the presi- 
dent and vice-president, the cashier 
said to him: 

“There have been several com- 
plaints of your short changing people.” 

This was followed, according to the 
teller’s complaint, by the cashier’s 
reciting a number of specific instances 
in which customers and others were 
supposed to have reported being “short 
changed” by the teller. The cashier 
concluded by saying to the president 
and vice-president, who had heard 
everything, “‘I don’t see but one thing 
todo. I think it is best for him (mean- 
ing the teller) to quit. I have told him 
to take a vacation and come back and 
resign and say it is on account of his 
health.” 

In answer to the teller’s complaint 
the bank asserted that all the state- 
ments made by the cashier were 
“‘privileged” and hence could not be 
made the basis of a legal action. The 
court conceded that, considering the 
occasion and the persons present, the 
cashier’s remarks might be protected 
by “privilege,” but pointed out that 
such privilege—meaning immunity 
from legal action—might be lost if it 
were shown that the cashier was 
actuated by malice. 

“In determining whether or not 
the statements were qualifiedly privi- 
leged,” the court explained, “regard 
must be had to the occasion and to the 
relationship of the parties. When one 
has an interest in the subject matter of 
the statement, and the person (or per- 
sons) to whom it is made has a corre- 
sponding interest, every communica- 
tion honestly made, in order to protect 
such common interest, is privileged by 
reason of the occasion. The state- 
ment, however, must be such as the 
occasion warrants and must be made 
in good faith to protect the interests 
of the one who makes it and the per- 
sons to whom it is addressed. 

“In the case before us the alleged 
defamatory statements appear to have 
been made upon a privileged occasion. 
But whether or not the privilege was 


exceeded is an issue to be met when 
the case is tried. The burden will then 
be upon the plaintiff (the teller) to 
show express or actual malice on the 
part of the cashier. 

“The protection of privilege extends 
generally to remarks made in the 


prosecution of an inquiry regarding a 
crime which has been committed; and 
for thé purpose of detecting and bring- 
ing the criminal to punishment. 

“If it should develop upon trial that 
the cashier was not privileged, because 
of malice, to make the alleged slander- 











Division No. 5). 


EAGLE-A 


YN 


PAPERS 


in making Eagle fine Papers... 


The “ideal” of fine quality in Eagle-A’ Papers has been upheld ever since 
James and Moses Newton built the Crocker Mill in 1871 (now Eagle-A 





The background of four generations of papermaking skill — combined 
with modern equipment such as the “Vortrap” and the “Bird Screen” 
shown above — produce the quality appearance and fine printing surface of 


EAGLE-A ACCEPTANCE BOND 


a modern, improved, 50% Cotton Content paper. 

Strong, new cotton fibres give Eagle-A Acceptance Bond that 
smart appearance and crisp feel — that durability to withstand 
the repeated handling required in everyday business transactions. 


For distinctive letterheads with envelopes-to-match, specify. 
Eagle-A Acceptance Bond to your printer, lithographer or 


engraver. 


Ask your Stationer for 


EAGLE-A TYPEWRITER AND BOXED PAPERS) 


FAGLE-A_ PAPERS 


AMERICAN WRITING PAPER CORPORATION e HOLYOKE MASSACHUSETTS) 


In writing to advertisers please mention The Burroughs Clearing House 
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'ECURITY- FIRST 
NATIONAL BANK 


OF LOS ANGELES 





STATEMENT OF CONDITION. 
September 30, 1946 met 


RESOURCES 


Cash and Due from Banks 
U. S. Government Securities . 
State and Municipal Securities 


¢ se ® $ 307,942,789.45 
. $1,116,197,299.89 
34,953,683.11 











Other Bonds and Securities 10,185,448.97 1,161,336,431.97 
Loans and Discounts ee 253,949,789.59 
Earned Interest Receivable a ee 4,608,811.95 
Customers’ Liability under Acceptances and L/C . 2,540,102.63 
Bank Premises Soe 4,876,487.08 
Vaults, Furniture and Fixtures 1,064,621.90 
Other Assets . 298,289.42 
TOTAL $1,736,617 ,323.99 
LIABILITIES 
Cet. cece ees + «oo FS ZORRO 
Surplus... 26,000,000.00 
Undivided _ Profits 23,500,000.00 $ 73,500,000.00 
Reserves for Contingencies, Interest, Taxes, Dividends 14,797,122.89 
Interest Collected — Unearned . 932,982.49 
Acceptances and Letters of Credit Liability 2,548,702.63 
Other Liabilities . ‘ 141,449.13 


. $ 609,036,585.88 
1,035,660,480.97 _1,644,697,066.85 
— $1,736,617,323.99 


Deposits —Time . 
—Demand . 
TOTAL 


United States Government and other securities carried at $140,087,931.51 are pledged 
to secure U. S. Government War Loan Deposits of $99,875,816.11 and other public 
funds and trust deposits and for other purposes as required or permitted by law. 


MANAGING COMMITTEE 
Georce M. WALLACE 
President 


L. W. Craic 


Vice President 


James E. SHELTON 
Chairman Executive Committee 
Cuester A. RupE 
Vice President 
C. T. WIENKE 
Vice President 


MEMBER FEDERAL RESERVE SYSTEM ©® MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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OFFICES 


AND BRANCHES 











ous statements, their utterance in the 
presence of ‘the other officers of the 
bank would be sufficient to render the 
slander subject to legal action against 
the bank. The slanderous statements 
allegedly made by the cashier would 
be regarded as privileged only if made 
in good faith.” 

The court was not deciding the 
merits of the suit, but merely per- 
mitting the case to go to trial so that 
the teller might have his day in court 
to prove “‘malice’” —if he could. (Bell 
vs. Abbeville, 38 Southeastern Re- 
porter, Second Series, 641.) 

When a bank’s officer has the pain- 
ful duty of accusing an employee of 
dishonesty or other misconduct, he 
can by-pass the whole issue of “‘slan- 
der” and “malice” by making the 
statements to the culprit privately and 
under such conditions that no other 
person can possibly hear what is said. 
The overhearing of the “slanderous” 
remarks by even one person is sufficient 
“publication” of the defamatory utter- 
ances to support a legal action. But 
where there is no “‘publication,”’ there 
is no actionable slander. The essence 
of slander is the communication of the 
defamations to others. 


* S ° 


Bank Liable to Non-Customer 


A Pennsylvania bank was recently 
held liable to a non-customer for the 
proceeds of a check bearing a forged 
endorsement which the bank appar- 
ently had no means of detecting. 

A lawyer received from a woman 
client a power of attorney to prosecute 
her accident claim against a utility 
company. He settled her claim and 
received the utility company’s check 
drawn to the order of his client and 
himself as attorney. He endorsed his 
own signature and forged his client’s 
endorsement on the check. He then 
persuaded a business acquaintance to 
cash the check for him and absconded. 

The business acquaintance deposited 
the check for collection in a local bank, 
which collected the check from the 
drawee bank and credited the money 
to the depositor’s account. The funds 
were later paid out to the depositor. 
Thereafter the woman payee whose 
attorney had forged her endorsement 
sued the collecting bank. 

“This payee,” said the Superior 
Court of Pennsylvania, “‘had a right 
of action against the collecting bank, 
for where a bank receives a check 
bearing the forged endorsement of the 
payee, collects it and accounts for it 
to its depositor (not the payee) it is 
guilty of a conversion for which it is 
liable directly to the payee, even 
though the payee as such stood in no 
legal relation to the collecting bank 
at the time of the forgery. 

“The bank contends that the power 
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YOUR OPPORTUNITY 


FOR NEW CUSTOMERS 


handed to you 


on a silver platter _ 


HE AMERICAN BANK CREDIT PLAN brings to your 

bank,.through Dealers, the major share of the 
automobile time-sales business in your community. 
Six times as many cars are bought through Dealer 
time-sales plans as are purchased through any other 
financial arrangement. Here is consumer credit busi- 
ness made available to you in volume by this rapidly 
growing national Bank-Dealer plan. 


Through this outstanding Plan, financial services 
for the Dealer are rendered by a Member Bank he 
knows . . . his hometown bank. The car buyer gets 
what he wants . . . dignified bank credit and con- 
siderate treatment, with nation-wide “Safe Travel” 
features. And these car buyers, brought to your bank 
by this Plan, are invaluable prospects for additional 
credit accommodations . . . for housing, durable prod- 
ucts, new enterprises. Dealer, car buyer and you bene- 


American Bank Credit Plan 


Sponsored by American Installment Credit Corporation 


420 Lexington Avenue, New York 17, N. Y. 


fit from this financial relationship that is “more than 
money can buy”. 

This Plan is Your. Opportunity for new customers 
and for new business. 





OUTSTANDING SERVICES TO MEMBER BANKS 


Solicitation of Automobile Dealers by an experienced 
organization devoted exclusively to that purpose, 
resulting in acquisition by Member Banks of auto- 
mobile time-sales business in volume. 


Dependable and continuous insurance connections. 
Standardized factory wholesale procedure. 


Up-to-date techniques, systems and forms, including 
a complete operating Manual, plus assisiance in 
installing a time-sales department. 


Training courses for Bank personnel. 
Centralized clearing house and consultation service. 
Advertising and sales promotion material. 


Promotion of Dealer good will by advertisements in 
national automotive publications. 











“WSra EAU ” 
The foremost Bank-Dealer Plan in the automotive field offered exclusively through Dealers 
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Plenty of room now for your 
Air Express shipments! 


More and Bigger Planes in the service of the Airlines mean even faster de- 
livery for your Air Express shipments. Speeds up to five miles a minute now 
make overnight coast-to-coast deliveries routine. 





Greatly Lowered Costs! Today Air Express is a | rates cur 22% SINCE 1943 (U.S. A.) 





better value than ever. Included in the cost is [Ge ]>.-TyacTosusluons | © © 


special pick-up and delivery in all major U.S. -= > 





149 | $1.00 | $1.00/ $1.00} $1.23 3.07« 





towns and cities. Same-day delivery between many [sa] 102] 118] 230) 308] a1 





destinations. Rapid air-rail schedules to 23,000 [se | 107] 142] aa4] 614] 15.25¢ 





off-airline communities, — eT 





2349 1.45) 3.53) 17.465 /| 28.24 70.61¢ 





Air Service Abroad to and from scores of foreign [O* |v47| sss] ve42| 2947 | 73.08 




















2 2350 
countries and the U. S. It’s the world’s best service, [isternationat RATES ALSO REDUCED 
in the world’s best planes. 











Write Today for the Time and Rate Schedule on Air Express. It contains 
illuminating facts to help you solve many a shipping problem. Air Express 
Division, Railway Express Agency, 230 Park Avenue, New York 17, N. Y. 
Or ask for it at any Airline or Railway Express Office. 


Mi LES 


GETS THERE FIRST 
Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 














of attorney executed by the plaintiff 
(the payee) authorized and empowered 
her attorney to endorse her name on 
the check along with his own signa- 
ture, as joint payee, in order to reduce 
the check to cash. 

“She made the attorney her agent 
for a specific purpose, namely to 
prosecute her accident claim against 
the utility company, and gave him 
certain named powers for that pur- 
pose. In addition; she gave to the 
attorney the power generally ‘to do 
all and every act and acts, thing and 
things, device and devices whatsoever 
needful and necessary to be done in 
and about the premises, for her and in 
her name to do, execute and perform 
as large and amply, to all intents and 
purposes, as she might or could do if 
personally present.’ 

“General expressions in authorizing 
an agent are limited in application to 
acts done in connection with the act 
or business to which the authority 
primarily relates. Where the authori- 
zation grants specific powers and also 
a general power to do all things, the 
general power will be confined to the 
specific powers enumerated. 

“The power of attorney gave no 
specific authorization to the lawyer to 
endorse negotiable paper on behalf of 
his client and thereby impose liability 
on her as an endorser, and such 
authority was not incident to the dis- 
posal of her claim against the utility 
company. Therefore, we are of the 


‘opinion that the authority of the lawyer 


under the power of attorney was 
limited to the specific powers enumer- 
ated and those powers did not include 
the endorsing of the check involved in 
this case.” 

Judgment against the bank. 

The court did not suggest how, when 
it received the check for collection, the 
bank could have detected the forgery 
of the signature of the payee with 
whom it had no business or legal 
relations. (Zidek vs. Forbes National 
Bank, 48 Atlantic Reporter, Second 
Series, 103.) 


¢ * 7 


Notes Under Laws of Two 
States 


While the Uniform Negotiable In- 
struments Act is designed to permit 
negotiable paper to have uniform legal 
effect in all states, a recent Alabama 
case shows that that result is not al- 
ways achieved. 

The makers of certain notes executed 
them in Alabama and mailed them 
to a bank in Ohio, where they were 
accepted. The notes contained a war- 
rant of attorney for the confession of 
judgment against the makers under 
the laws of the State of Ohio. Under 
this authority judgment was entered 
against the makers in Ohio. 
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Thereafter the holder of the notes 
brought a suit against the makers in 
Alabama, using the Ohio judgment as 
the basis of the suit. 

Construing the jurisdictional prob- 
lems thus raised, the Supreme Court 
of Alabama said: 

“It is clear that the notes were 
actually executed in Alabama. The 
only claim to jurisdiction in the Ohio 
court over the defendants is by virtue 
of the warrant of attorney to confess 
judgment contained in each of the 
notes. The transaction involving the 
notes was completed in Ohio by the 
acceptance there of the notes, and it 
also appears that the notes provide 
for a confession of judgment valid 
under Ohio law. 

“The fact, however, still remains 
that the notes were actually executed 
in Alabama, where, accordingly, pub- 
lic policy must be considered. Our 
statute is expressive of a public policy 
in the state condemning warrants of 
attorney for confession of judgment 
and showing an intent that such agree- 
ments shall not be recognized in the 
courts of Alabama. This suit based on 
the Ohio-confessed judgment cannot 
be maintained in Alabama.” 

Note: The plaintiff amended the 
suit to base it on the notes themselves 
instead of on the Ohio judgment. The 
case was then allowed to proceed. 
(Loudonville vs. Davis, 27 Southern 
Reporter, Second Series, 6.) 


* * of 


Qualifying Shares for Bank’s 
Director 


Every New York bank ' director 
must own at least ten shares of stock 
in the bank having an aggregate par 
value of one thousand dollars and his 
shares must be “free from pledge, lien 
or charge.” 

A mortgage company owning stock 
in a New York bank sold ten shares to 
a purchaser so that he might qualify 
to become a director of the bank. The 
sale of the stock was subject to an 
agreement that the purchaser would 
not “‘sell, assign, encumber, pledge or 
in any manner dispose of such stock 
or any part thereof” without the con- 
sent of the mortgage company in writ- 
ing. For its part, the mortgage com- 
pany agreed, whenever the purchaser 
should cease to become a director of 
the bank, to buy back the shares at 
book value, but in no event less than 
the director had paid for them. The 
mortgage company had the right to 
make part payment in shares of its 
own capital stock. 

Some years later the bank went into 
voluntary liquidation and the director 
resigned. The mortgage company 
declined to buy back the. shares of 
stock as agreed and he then brought 
suit for breach of contract. 











Building since 1889 
with the Pacific Northwest 


“YOUR BANK~AND WHY 


Not long ago banking consisted mainly of lending money 
for business and of providing a safe place for deposits. 
These functions still are basic. But today we of The Na- 


tional Bank of Commerce think in broader terms. 


National and world service through correspondent banks 
is an indispensable part of our business. Fostering every 


form of commerce in the Pacific Northwest and Alaska 
comes naturally. 


We pride ourselves equally on serving every financing need 


of large and small business, the individual, his family and 


his home. 


No other kind of bank would deserve to report, as we do, 
that loans were by far the largest on recérd'and non-govern- 


ment deposits at an all-time peak on September 30. 


Loans expanded more than 30 per cent in the third quarter. 
Capital funds were increased nearly 1 million dollars. Total 
deposits were $382,146,107. 


With total resources of $401,339,545, The National Bank 
of Commerce stands in the “first fifty” in size among the 
15,000 banks in the United States. 


THE NATIONAL BANK OF COMMERCE 


OF SEATTLE 


27 Convenient, Friendly Offices Serving Progressive 
Communities in Western and Central Washington 


Member Federal Deposit Insurance Corporation Member Federal Reserve System 











52 


“The prime object of the law requir- 
ing bank directors to own shares of 
stock in the institutions of which they 
are directors,”’ declared the New York 
court, “‘is to protect the public, includ- 
ing depositors, and after that to enable 
the stockholders to secure a fair return 
from their investment. To that end, 
the law requires every director of a 
banking institution to share its busi- 
ness risks to the extent of the undiluted 
ownership of the preseribed amount of 
its stock. 

“Transfer of the stock to the plaintiff 
here for the purpose of qualifying him 
for election as a director of the bank 
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was not obnoxious to the statute. 

“But this case does not stop there. 
The contract inevitably supplied to 
him a means whereby at any time 
during his directorship he was equipped 
to free himself in a substantial degree 
from the chance of financial loss inci- 
dent to record ownership of his qualify- 
ing shares, with the result that his 
sense of the character of his duty as a 
director may well have been reduced 
in like measure. Such an arrangement 
inherently tended to thwart the public 
purpose declared by the law and, 
therefore, the contract cannot be en- 
forced at law.” 








































Highlights 


IN INSURANCE HISTORY 


GREAT WHISKEY FIRE 


The Great Whiskey Fire took place in 
Dublin June 19th, 1874. Many buildings 
housing bonded stores of whiskies were 
destroyed, with a loss around £80,000. The 
“Times” said: “The streams of burning 
whiskey, which to most people were 
appalling, offered to others a temptation 
which they could not resist. Although 
the streets were generally well guarded 
by the military and police, numbers of 
people got access through narrow lanes 
and passages to places where it ran freely 
along the channels or in pools in the 
street, and resorted to every possible ex- 
pedient to obtain draughts. Some col- 
lected the liquor in their hats and others 
in their boots; some lay down across the 
channels and lapped the streams until 
they became helpless and insensible 
and had to be dragged off to hospitals. 
It would be hard to conceive a more 
shocking exhibition of degrading vice.” 


Few warehouse owners today would 
fail to carry adequate insurance on 
such valuable contents. Living in 1946 
has many advantages, not the least of 
which are the good values to be had 
in insurance policies—such as those 
written by NATIONAL UNION 
and BIRMINGHAM. 


M_National Union 


and Birmingham 
FIRE INSURANCE COMPANIES 


PITTSBURGH c=) PENNSYLVANIA 








While the court was here applying 
the applicable New York statute, it is 
probable that courts in other states 
would likewise frown on “‘fire escape” 
arrangements designed to protect a 
director from loss on his qualifying 
shares or other stock he might own in 
the bank. The theory is that he might 
not be so alert to protect the bank and 
its depositors if he knew that, no 
matter what happened, he was per- 
sonally insured against loss. (Tooker 
Whe ie ch.ete-cb Title Guaranty and 
Mortgage Co., 68 Northeastern Re- 
porter, Second Series, 386.) 


7 © ¢ 


Note Without Endorsement 


The legal effect of the transfer of a 
negotiable instrument, whether with 
or without endorsement, is explained 
as follows in a recent opinion of the 
Supreme Court of Wisconsin: 

“The transfer for value of the instru- 
ment payable to order without en- 
dorsement vests in the transferee such 
title as the transferrer had therein, 
subject to the defenses available against 
the transferrer. Although the trans- 
feree may require an endorsement, he 
does not become a holder in due course 
until the time of the actual making of 
the endorsement.” 

This pronouncement by the court 
emphasizes the danger to banks of dis- 
counting an instrument without get- 
ting the payee’s or other necessary 
endorsement at once. If through 
death or other reasons the bank should 
be unable to get the endorsement later, 
the bank could never become a holder 
in due course and so would be subject 
to whatever defenses the maker might 
have had as against the payee. (Bjelde 
vs. Dolan, 21 Northwestern Reporter, 
Second Series, 258.) 
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MODERN 
FINANCING 


(CONTINUED FROM PAGE 17) 


would meet competitive costs of oper- 
ation. We did not lose sight of the 
need for a streamlined, economical 
operation at any point. 

How we were able to put our plans 
into effect can be seen to a large extent 
in the photographs accompanying this 
article. These show a general view of 
the department, which is located on 
the fifth floor of the bank, a view of 
one of the six private conference rooms 
for interviewing applicants, and a view 
of the arrangement for our cashiers. 
The pictures also show what we were 
able to accomplish in designing a 
department that would be attractive 
as well as serviceable. 
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The general view of the department 
shows the use of curves made in the 
layout to provide an atmosphere of 
informality and spaciousness. It shows 
the type of floor covering used, the 
new corrugated glass in the conference 
rooms, the fluorescent lighting, sound- 
proofed ceiling, the outlets for the 
forced air ventilation. It also shows 
the wood fixtures and trim, which are 
of semi-bleached oak. 

As a matter of descriptive accuracy, 





“A book that any man who has anything 
to do with consumer credit should have 


as his Bible.'’ — Manager, Personal Loan 
& Finance Dept., The Cleveland Trust Company 
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financing time-payments have accepted 
this book as the authority in the field. 
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the department is larger than indi- 
cated in the general view (page 15). 
A private office for the manager is 
located beyond the lower, left-hand 
corner of the photograph, and a row 
of desks line the outer wall extend- 
ing back from the manager’s office. 

In the foreground is the depart- 
ment’s information desk. This faces 
the elevators and makes it possible for 
the information clerk to handle cus- 
tomers and callers promptly. Appli- 
cants, who may be coming -to the 
department for the first time are 
ushered immediately to conference 
rooms. 

All of the conference rooms are the 
same. They are equipped with tables 
and chairs, and each has a forms 
cabinet containing all the forms that 
may be required for completing an 
application for any type of direct loan. 
It is the duty of one of the women in 
the department to maintain the supply 
of forms in the cabinets. 

One of the special system features of 
the department is shown in the view 
of the cashiers’ section which was 
taken from inside the department. The 
two cabinets in the foreground were 
specially designed and constructed for 
the customers’ ledgers. The cabinets 
are open on both sides so that refer- 
ence may be made to the ledgers 
quickly either by the cashiers or by 
the members of the department. 


Ledger sheets are placed, several to 
a page, in ring binders, and are part 
of a special, simplified system de- 
veloped by the department with the 
aid of the comptroller’s department. 
The system is built around a payment- 
scheduling machine and a duplicating 
machine. 

In practice, the payment-scheduling 
clerk prepares a master form in dupli- 
cate, using both a typewriter and the 
payment-scheduling machine. The 
second copy of the form is in indelible 
or duplicating carbon. This is trans- 
ferred to the duplicating machine and 
from it all accounting, record and 
statistical copies are run. These in- 
clude the customer’s payment book 
covering the complete schedule of pay- 
ments, the required number of pay- 
ment coupons, the ledger sheet, record 
cards for both direct and dealer loans, 
statistical copy, collector’s card, and 
the confirmation to dealer when this 
is required. 

As customer’s payments are made, 
either to the cashier or by mail, the 
coupon becomes the posting media and 
the posting is made by simply stamp- 
ing the payment date opposite the 
payment amount previously scheduled. 
Controls are set up for each ledger for 
daily balancing and ledger balances 
are run periodically. 

Considerable attention was given to 
the procedure for handling credit re- 
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ports in the new setup. This involves 
checking our own credit files, obtain- 
ing reports from the Milwaukee Retail 
Credit Bureau, as well as credit infor- 
mation from other sources. A par- 
ticularly important part of the work is 
the prompt handling of credit exten- 
sion in dealer business. To a large 
extent this is done by telephone. 

As a first step, we endeavored to 
arrange the desks and credit files in 
such a manner that needless move- 
ment would be eliminated. We also 
provided the women engaged in credit 
investigations with telephone head- 
sets so that they could fill in the 
required forms as they talked. 

For the most part, investigation is 


handled by women in our department. | 


They take the dealer calls, make the 
credit investigation, and handle the 
dealer call-backs. The credit applica- 
tions themselves are referred to credit 
supervisors who are able to make the 
decisions in a majority of cases with- 
out further reference. Only a very 
few of the applications go before com- 
mittees or boards. 

Sometimes approvals are given in a 
matter of minutes, and in all cases we 
attempt to hold the time within 
twenty-four hours. The dealer, or the 
customer, receives the money or the 
credit to his account the same day the 
loan is completed. 

Whether approvals are given ver- 
bally or by mail, we make it a point 
to express our appreciation for the 
business. We feel that up-to-date 
customer relations are fully as impor- 
tant as up-to-date quarters. We want 
the public to know that we are very 
much interested in handling individual, 
family and business financing needs. 


WE have planned and are carrying on 

a continuous advertising program, 
using newspaper advertising, letters to 
customers, streetcar cards, billboards 
and other forms of advertising. We 
recognize that as loans are paid off by 
old customers, it is necessary to extend 
our service to new..customers. We 
do, of course, continue to serve many 
of our eld customers and point a’ part 
of our advertising in this direction 
but at the same time we do not over- 
look the need for new ones. 

The results that we have achieved 
lead us to believe that our program has 
been an effective one. We are handling 
today several times the volume of 
business we had before the war and in 
the first years of our entrance into the 
installment loan and finance field. 

Our outlook is for an increasing 
volume of business, not as an un- 
healthy expansion of consumer credit 
or installment credit, but as a means 
of serving more people. We believe 
that bank service today is no longer 
for a particular few but for the millions 
of average Americans. 
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FUTURE OF YOUR BUSINESS? 








mains strong, firm and us: 
spite of time and use? Are you - 
making sure that the paper you 
choose for important, long-term 
records provides a safe, endur- 
ing foundation and lasting pro- 
tection in keeping with their 
current and future value? 

For your own protection and 
for future security, make sure 
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(CONTINUED FROM PAGE 19) 


months during the fall, winter and 
spring seasons. 

Approximately 150 bowling enthu- 
siasts, equally divided into a men’s and 
women’s league, turn out every Thurs- 
day evening for the tourney and the 
system of handicapping gives every- 
one a chance to win a cash prize. 

On the Thursday prior to Thanks- 
giving, turkeys were given to the man 
and woman bowling high series and to 
the member of each league with the 
high game. 

At the conclusion of the tourna- 
ments, cash awards are made to the 
winning teams, the second place teams 
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ACTIVITIES FOR BANK MORALE 


and to the man and woman with the 
high series, the high game, second high 
average and third high average. 

The association recently arranged 
for horseback rides for the employees 
and following the initial announce- 
ment of the new activity, 128 members 
of the staff indicated a desire to 
participate. 

Golf tournaments are held in the 
spring and fall and attract an average 
of ninety players. Any three-time 
winner is awarded the A. M. Chaffey 
cup, donated by’ the widow of the 
deceased founder of the bank, and 
all winners are given a replica of the 
big cup. Many other prizes are 
awarded at each tournament to winners 
in various classifications. 

One of the most unusual of the 
bank’s employee activities is its 
chorus. Sparked by the enthusiasm of 
a few members who are interested in 
music, this group has grown until it 
now has fifty on its roster and is one 
of the well-known musical groups 
in Southern California. The chorus 
doesn’t sing just for its own amuse- 
ment. It gives concerts for service 
hospitals, semiannual programs for 


employees and their families and to 
other worthwhile audiences. 

The male quartet, an offshoot of the 
chorus, has appeared thirty times in 
the past year at hospitals, luncheon 
clubs, war bond rallies, servicemen’s 
groups and before other organizations, 
mostly on evening programs. The 
quartet furnishes anything from a 
five-minute spot to a complete half- 
hour program, featuring ballad and 
comedy soloists on the latter, and only 
recently made its debut on the air with 
a fifteen-minute program. 

One appearance of the ‘‘Four Hoarse 
Men” —the quartet —made such a hit 
that it was directly responsible for 
several loans. Prior to its appearance 
at a war bond rally, the quartet’s pic- 
ture appeared in one of the daily news- 
papers. A number of friends of the 
group’s hass singer, who hadn’t seen 
him for a long time, looked him up and 
several of them were in the market for 
installment loans—and he works in 
the bank’s installment loan depart- 
ment. Results: several good loans. 

The day before Christmas, the 
chorus moves through the halls of the 
twelve-story California Bank Build- 
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of protection in safe 
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your customers. 
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the presence of the vault manager. The bank has no duplicate, nor 
record of these keys. The customer is solely responsible for them. 





€ FOOL-PROOF, TAMPER-PROOF DEPOSIT BOX CONTROL: 
Bank's guard-key controls insertion and removal of customers’ key. 
All operations of lock must be made under direct supervision of guard. 


@) THOUSANDS OF CHANGES PERMISSIBLE: By the simple device 
of inserting change key into rear of lock, the lock may be reset thou- 
sands of times—so that box may be rented, released, re-rented 
without interruption or confusion. 





© EMPTY BOX KEY SIMPLIFIES CONTROL: This key gives bank 
control of each box until it is rented, and between rentals. When any 
rental is discontinued, bank returns old customer's keys to H-H-M for 
resealing, and sets the lock for empty box key until box is re-rented 
and the lock re-set for the new customer's sealed keys. 

Write for H.H.M. No. H-610-CC Catalog Page 
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Interlaken Mills, Fiskeville, R. L, 
our country’s oldest manufacturer of 
“controlled” bookcloth, uses “‘bal- 
anced” Opaque Certificate Bond. 
Interlaken operates its own cotton 
mill to manufacture all of its own 
cloth or base material. By virtue of 
this advantage, Interlaken is able to 
maintain complete control of its 
product — from the cotton bale to 
the book. 

“Balanced” Certificate salutes “con- 
trolled” Interlaken Bookcloth. 
Crocker-McElwain also maintain 
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Treasurer J. Frank 
Morrissey’s Bond 


Paper Pie Chart 


complete control of their pulp and 
manufacturing processes so that 
they are able to hold a correct bal- 
ance of qualities in their Certificate 
Paper Family. Certificate Bond, 
Opaque, Ledger and Index are all 
balanced for modern production 
needs by the exact pop test, tear 
and folding endurance for their fibre 
content. If you want a balanced 
paper for better appearance and 
workability, and for faster produc- 
tion, specify Certificate, Bond, 
Ledger and Index. 


CERTIFICATE BOND 


Manufactured by Crocker-McElwain Co., Holyoke, Mass. 











The Certificate Family of balanced papers, bond, opaque, ledger 
and index, is fabricated for modern production needs, letterpress 
and offset, and for typewriters and office printing machines. 
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ing, singing Christmas carols until all 
departments have been serenaded. 
Later in the day the chorus sings in 
the lobbies of two downtown branch 
offices. 

The result is that the California 
Bank gets frequent letters and phone 
calls asking for the services of the 
chorus or the quartet. Newspaper 
publicity about the Calbank singers 
run into hundreds of column inches. 
Good will from audiences —which have 


been as large as 600 for a single appear-— 


ance—represents another intangible 
but important dividend to the bank. 

Obviously the chorus must be good, 
to rate such a crowded calendar of 
engagements. It is good—though it 
rehearses only twice a month except 
before its big semiannual concerts for 
the Calbank employees and their fami- 
lies. The chorus is good simply be- 
cause the law of averages has scattered 
a few polished singers through the 
bank, as it will through any large 
organization. One girl in the bank 
was formerly a soloist with Horace 
Heidt’s dance band, another sang with 
the Chicago Grand Opera Company, 
another was a concert soloist. The 
director, Glenn Pearce, a branch man- 
ager, has been a soloist with the Holly- 
wood Bowl and appeared in many 
motion pictures. With such profes- 
sional talent as a nucleus, and with the 
enthusiasm of the amateurs adding 
momentum, the chorus has snowballed 
into widespread popularity. 

The CRA also sponsors a bridge 
club, a swimming club, a chess club 
and an annual badminton tournament, 
each of which attracts a goodly num- 
ber of participants. 


PDURING the two years that the CRA 
has been in existence, it has been a 
big factor in the high morale of the 
Calbank employees. The bank’s thirty- 
seven branches in the Los Angeles area 
have been pulled closer together in 
spirit by the frequent social get- 
togethers of people from all branches. 
The new workers have speedily made 
friends in the bank and discovered 
that it’s fun to be part of the Calbank 
staff. The older executives and the 
younger men on the way up have each 
found special benefits in the recreation 
program; by mixing informally, the 
executives have been able to spot the 
younger people with personality, and 
brains, whom they might not have 
noticed so quickly in obscure jobs; 
the subordinates have discovered that 
their bosses were regular guys. 

A group of people who are personal 
friends makes a far better team than a 
group of people who meet only on the 
job and know nothing of each other’s 
life off duty. That’s the reason why 
California Bank feels that the recrea- 
tion program is paying dividends by 
creating smoother, friendlier working 
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relationships throughout every depart- 
ment. 

If a bank can make its employees 
happy, can build “esprit de corps,” 
can get favorable publicity, can be- 
come known throughout the com- 
munity as a good place to work, can 
establish friendly relations with serv- 
ice clubs and military groups and 
dozens of other organizations—if it 
can do all this, mind you, at a cost of 
about $2 a year per employee, then 
who is to say that the bank hasn’t 
made an extremely smart investment? 
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TELLER 
TRAINING 


(CONTINUED FROM PAGE 22) 


identity with the teller or manager 
(have the teller or manager initial 
the endorsement). 

“5. If the person has no account, 
and is not known by any of the other 
tellers or the manager, ask yourself, 
‘Can I handle this transaction safely, 
provided the identification is ade- 
quate?’ If you decide that you can 
handle the transaction, then obtain 
identification.” 

The last named difficult situation, 
calling for identification of the indi- 
vidual who has no account and is not 
known, is then covered at some length. 

First, there is a discussion of cre- 
dentials presented as proof of identity, 
and these are divided into two listed 
groups. Group 1 includes those types 
which contain a detailed personal 
description, bear the signature of the 
person described, and are carefully 
issued by some official agency or 
reputable company. Group 2 is com- 
prised of those types of credentials 
which contain no personal description, 
and are easy to obtain. 

Second, the trainee is cautioned to 
obtain sufficient identification. It is 
pointed out that several types of 
identification are always better than 
one alone, and are particularly desir- 
able in the case of Group 2 credentials 
such as factory badges, library cards, 
etc. 

Third, the trainee is warned to 
examine carefully the credentials of- 
fered as identification. The manual 
states: “If a driver’s license is pre- 
sented, look at the personal descrip- 
tion, and check the signature. (Since 
most checks are endorsed before pres- 
entation, it is important that you 
check the personal description.) If a 
person presents his pay check and his 
badge, be sure the badge number 
agrees with the employee number on 
the check. Also, most badges have 
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Model 100 BRANDT Automatic Cash- 
ier pays from 1¢ to $1.00 upon the 
depression of a single key. Coins are 
delivered to the teller and passed to 
the customer. 


Automatic Cashiers 
Coin Sorters and Counters 
Coin Counters and Packagers 


In the Building of BRANDT Ma- 
chines there are Three Guiding 
Principles : 


1. BRANDT machines must be 
speedy in performance to save 
a maximum amount of time. 































Model 200 BRANDT Cashier operates 
in the same manner as Model 100 
except that upon the depression of a 
key the coins roll on edge quickly and 
quietly down a chute into a cup from 
where they are picked up by the 
customer. 


2. Because they handle money, 
BRANDTS must be of unquestioned 
accuracy. 


3 To maintain high speed and 
absolute accuracy, these machines 
must be of very durable con- 
struction. 


BRANDT AUTOMATIC 
CASHIER CO. 


Watertown, Wisconsin 


Model CA BRANDT Coin Counter and 
Packager is hand operated. It counts 
and packages pennies to silver dollars 
inclusive. A motor driven machine 
termed the BANK SPECIAL can 
also be supplied. 


BRANDT AUTOMATIC CASHIER CO. 
Watertown, Wisconsin 


Please supply further information regarding 
the following BRANDT machines : 


[_] Automatic Cashiers 
[_] Model 100 [_] Model 200 


[_] Coin Counter and Packager 
[-] Model CA 
[-] Bank Special Model 


[_] Coin Sorter and Counter 






BRANDT Coin Sorter and Count- 
er, motor driven, sorts and counts 
mixed coins—pennies to half dol- 
lars inclusive. 
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INVENTORIES COLLATERALIZED 
FOR COMMERCIAL LOANS 





EXPAND 


your customers’ | 
working capital 
SAFELY... 


through our FIELD | 
WAREHOUSING SERVICE | 


If your customer is in need of an 
additional working capital Loan 
and has a heavy inventory of 
raw materials or semi-finished 
goods representing a substan- | 
tial portion of his current assets 
—why not suggest—AN INVEN- 
TORY LOAN, secured by our 
FIELD WAREHOUSE RECEIPTS, 
—The result, you create a sound 
collateral loan—and the borrow- 
er furthers his business activity. 


Your Protection 


Value of the merchandise. 


Our Ability and Skill sup- 
ported by our Warehouse- 
men’s Legal Liability and 
Employee's Fidelity Bond, 
underwritten by the Hart- 
ford Accident and Indem- 
nity Co 






















Our frequent surprise audit 
and complete report to you. 


WRITE TO OUR 
NEAREST OFFICE 


For complete informa- 
tion — How. inventories 
are placed in a collat- 
eral position, right on the 
premises of the Borrow- 
er's Business Location. 








ST. LOUIS TERMINAL 
WAREHOUSE CO. 


SERVING INDUSTRY OVER TWENTY YEARS 


ST. Papa MO. + CHICAGO 3, ILL. « CINCINNATI 2, OHIO 
First Natl Bank Bldg. Chamberof Commerce Bidg. 
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Construction Bldg. B. M. A. Bidg. Farnsworth Bidg. 
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the employee’s picture --look at it — 
look at him.” 

The fourth admonition is: “Think 
about the transaction. Material evi- 
dence of identity is not always:conclu- 
sive proof. Good judgment is equally 
as important as good identification. 
Size up your customer. A teller must 
keep alert when examining any mate- 
rial identification. Just because a per- 
son can identify himself does not mean 
that we will cash his check. If you 
are uncertain, refer the transaction to 
the manager.” 

Fifth, we suggest that the teller 
record the type of identification pre- 
sented, on the back of the item paid. 
For example, to write DR-LIC for 
driver’s license, and also record the 
number. This is an important step, 
the manual adds, as it constitutes the 
teller’s only way of knowing later what 
type of identification he relied upon. 

It will be noted that the manual’s 
procedure involves first clarifying what 
identification is, then establishing which 
transactions require it and which do 
not, and finally outlining the steps 
necessary if the teller decides that 
identification is essential. This data 
is logically followed by helpful sugges- 
tions on comparing signatures and 
fingerprints, illustrated by specific 
examples. The same simplified, step- 
by-step explanatory method is fol- 
lowed in describing other common 
phases of teller work. 


A THIRD general section of the man- 

ual includes various supplemental 
items of tellerinformation. It sets forth 
common customer errors and omissions, 


and the proper corrective action. It: 


outlines procedures which will help 
the new teller in handling less fre- 
quently occurring types of transac- 
tions, lists 15 types of checks which 
should not be cashed but should be 
referred to the manager, and lastly 
the manual cites “15 rules which the 
best tellers always follow.” 

The manual has proved to be helpful 
in more ways than one. Aside from 
its value to trainees, it gives. the 
training department an outline to 
follow, assists the bank sponsors in 
breaking in new tellers and checking 
to see that they follow an efficient 
procedure, and provides branch man- 
agers and sponsors with a better under- 
standing of where the training em- 
phasis has been placed in the classroom 
so they can supplement this most 
effectively. 

The reactions of other banks which 
have obtained copies of the manual 
have been most gratifying. The cashier 
of one $10,000,000 bank has told us, 
“We consider it a ‘must’ reading for 
all new tellers.” The president of a 
Pacific Northwest bank has kindly 
written: “Without doubt, I think it 
is the best booklet covering this sub- 


ject that I have ever read, and we 
expect shortly to require all of our 
tellers, both old and new, to study 
this manual thoroughly. I feel sure 
that a study of this manual will not 
only make it easier for a new teller 
breaking in but that it will help him 
to be a far more- efficient and person- 
able teller than he would be if he did 
not have this manual available to 
him.” Many banks have asked per- 
mission to use the manual as a guide 
in setting up their own instruction 
material, and we have been glad to 
accede to any such requests. 


UR course of classroom instruction 

closely follows the manual outline. 
First, however, comes an orientation 
tour through the various departments 
of the main office, a review of the em- 
ployees’ handbook covering personnel 
regulations, and a description of the 
bank’s functions. 

When the class starts the actual 
teller training process, the instructor’s 
routine is a combination of explaining, 
showing, having the trainees actually 
do the tasks discussed, and checking 
to see that they are done correctly. 
Roughly speaking, about a half week 
is devoted to cash handling and similar 
periods are given to savings and com- 
mercial transactions, with a final half 
week to miscellaneous functions. Forms 
and items covered are projected upon 
a large screen during the training 
procedure, along with humorous car- 
toons which have been very effective 
in illustrating “how not to handle” 
teller situations. Incidentally, con- 
tinuing education is provided through 
a monthly feature in the bank’s house 
organ headed ‘Teller Talks,” in which 
specific instances of right and wrong 
methods of serving customers are cited. 

When the trainee has completed the 
classroom work and is assigned to a 
branch, the manager and sponsor re- 
ceive a report (see page 62) showing 
the training that has been given and 
the number of hours of instruction on 
each type of transaction. It is sug- 
gested that the manager and sponsor 
review this report, and schedule the 
additional branch instruction to sup- 
plement the training that has already 
been given. 

At the branch, the trainee custom- 
arily observes operations for the first 
few days, and gets acquainted with the 
routine. Then the sponsor permits the 
newcomer to handle the less complex 
transactions, such as simple with- 
drawals and deposits, and subsequent 
progress depends largely on individual 
aptitude. Sometimes circumstances 
decide this, as in the case of Miss Jean 
Wicks, the new teller pictured at the 
bottom of page 21; immediately upon 
arrival to the busy branch where she 
was assigned, unexpected depletions 
in the teller ranks led to her being 
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H ERE is a practical ready reference and training course in federal 
taxation. Here is a plain-spoken explanation of the outstanding 
federal taxes as imposed by the federal revenue laws— with empha- 
sis throughout on federal income taxation. Actually every angle of 
federal taxation, including “estimates,” income tax withholding, 
repealed excess profits tax (for carry-backs of unused credit which 
may have to be computed for 1946), gift taxes, estate tax, employ- 
ment taxes, stamp taxes, and excise taxes, comes in for understand- 
able explanation and discussion. Not a book, not a Topical Law 
Reporter, this is a Course especially designed to make it easy to 
become familiar with the “ins” and “outs” of the federal tax system 
— how it was developed — what it is today. Gives expert’s-eye view 
of everyday federal tax problems. 


Each Tax, Each Taxpayer — Individuals, Corporations, Partnerships, 
Estates and Trusts — whatever the tax, whoever the taxpayer, if it is 
federal taxation and belongs in the Course, it is covered here, speci- 
fically, definitely. Over 500 illustrative examples and calculations 
make plainer just how the federal tax laws are actually interpreted 
and applied. Current filled-in return forms, and pertinent Code 
provisions provided, plus a wealth of “real-life” background from 
actual tax practice — all contribute to supply everything necessary 
or helpful for an everyday, working knowledge of federal taxation. 
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“Amtroduetion to Bank dork and Training Departzent 


‘ 


* Handbook 
(Mbeences; Admittance to Bank Change of Address; 
Confidential Of Working Time; 


Information; Controversi. 
Deportment; Customary ; Hours; Immediate Service; Use of Telephone.) 


Siding Machine -- Explanation, Use and Practice 
(Numerous 15-minute practice sessions.) 


of « Bank end Branch Routine 

operation of « ar te and genera) duties of the staff; Explanation of 
the*Teller‘s work end the of a Teller; Generel duties of s Teller; 
the rules under which the Teller work is performed; Relationship of the 
Teller's work to thet of others in the organization; duties of a Teller other 
than window work.) 


Mate. sources and Destinations of Items 


(Care required ana lity Proving, and keaging of 
@oine; Counting mixed coins; Proving packaged currency; Counting and handling 
mixed currency; Accepting cash; Paying out cash; Making change.) (Daily prac- 
tice sessions end practice transactions. ) 








natbres, Fingerprints, Identification: | 
Use; fundamentals; comparison; what to dateh for.) 


Transactions 
(Lectures, discussion, and some practice in the mechanics and fundamentals of the 
following: Savings operations--forms, records and procedure; Different types of 
accounts; Opening of accounts; Different signature cards and uses; Identifica- 
tion; Deposits; Passbook--proper entries and error correction procedure; With- 
@rawals; Uncollected funds; “holds"; Order No. 927; Powers of attorney; Closing 
@ecounts; Common savings transactions; Cashing checks; Transferring accounts.) 




















. mate 
: mon ois 





= (naterena ¢ types; Care required; ren grein What to guard against; Holds 4 
and when to record and how; Uncollected funds; Exchange, etc.) 
Utility Sills 4 
Mortgage Pa M.P.L, Payments, and Miscellaneous Items 4 
i Victory Bond Applications, Sele of Victory Bonds and Victory Savings Stamps *& 
/ Canadian’ Exchange : : 4 
al Subjects; Explenation of Teller's Blotter, and the Balancing Process / 3 
ee Customer Relations / 
7 Transactions Always Referred to the Manager A 
/ q Reviews, Miscellaneous Discussions, and Written Examinations 40 
Block Work 2 
Incoming Clearings 3 / 
24 Total Hours £3 
em Note to Branch anager and Sponsor: 


It will be apparent from the number of subjects covered and the time involved thet the emphasis 
has been on absorption of fundamentals, and some practice in becoming acquainted with and handl- 
ing the various transactions to be encountered. The approximate hours noted in the right-hand 
column constitute time accumulations and not continuous instruction or practice sessions 


Likewise, many items, such as identificetion, signatures, cashing and handling checks, etec., 


occur and reoccur throughout different parts of the instruction, and the hour totals recorded= 
are not necessarily exact, 


We believe it will be advantageous if the Sponsor or Manager will review this sheet and the ab- 
brevieted Teller Manual with the trainee in order to schedule the Branch instruction and break- 
in to supplement that which has already been given. 





Savings Passbeok Addition and Subtraction 
(Several short daily practice sessions.) 


Cashier's Checks 
(Iseuance and Practice.) 


Transactions 


Payroll checks; Uncollected funds; Stop payments. ) 





(Commercial deposits; Use of the cash ticket--procedure; that to watch for; 
Use of the commercial passbook; Different types of accounts; Signature cards; 





Sponsor 


For Branch Use 


Started Operating 











Completed Branch Break-in 


o 





Window Alone 





(This sheet to be retained by branch - a copy is already in Personne} file.) 
8-29-46 





This hourly breakdown of training class instruction guides the branch in providing supplemental practice 


placed in a savings cage to “sink ‘or 
swim,”’ and thanks to her fundamental 
training she was able to handle the 
bulk of the transactions which came 
her way. 

In the case of a doubtful trainee, 
the training department checks with 
the branch at the end of 10 days and 


if the experience has not been satisfac- 
tory, the individual is not retained. 
At the end of the first month, reports 
on trainee progress are forwarded to 
the personnel department by the 
manager and sponsor. 

Doubtless a number of banks which 
maintained training classes during the 
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IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
and individuals—these will receive prompt attention and 
should be addressed to any of our branches or to: 


Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 
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TORONTO, CANADA 
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war have since reverted to on-the-job 
training, or are considering such a 
step. The same question was raised 
in our institution, but we have de- 
cided to retain classroom instruction, 
for a number of reasons. 

One advantage is that the training 
class does a better job of breaking in 
new employees. Most trainees today 
have had no previous banking or busi- 
ness experience, and the classroom 
work precludes their having to start 
in “cold,”’ without even an understand- 
ing of such elementary terms as 
“‘drawee,” “ledger card,” etc. 

The training classes ease the work of 
the sponsors, who must continue to 
make customer service their primary 
assignment. This is doubly important 
at present, when there are fewer experi- 
enced staff people in the branches, and 
we must minimize any additional loads 
upon them. vy 

Furthermore, the training ‘class in- 
structor is naturally better qualified 
to give trainees a broad picture of 
their work, to explain in advance the 
transactions they are likely to en- 
counter, to tell why as well as how, to 
prescribe correct operating procedures, 
to evaluate trainees and to give them 
sympathetic treatment. 

Finally, the training class with the 
aid of the manual assures a greater 
degree of uniformity in teller perform- 
ance and procedure. Such uniformity, 
applied through the branches, is ad- 
vantageous to all concerned, including 








TH 


ut 
as 


gtd 


ce © 


ma AA HA ow A Or DW 


Bi le ee ee ee ei. ee oe, aie 








THE BURROUGHS CLEARING HOUSE—November, 1946 


utility personnel and transfers as well 
as new tellers. 

We would be the last to claim that 
our teller manual and training class 
program constitute the final word in 
this form of bank instruction. At the 
same time, we do know that both 
have been of practical assistance, and 
that our problems .would have been 
far worse without them in the war 
years and in the personnel stringency 
that has continued as an aftermath. 
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VACATIONS 


(CONTINUED FROM PAGE 23) 


to get out of the office for a time each 
year and place the responsibilities 
upon his assistants. It will, in fact, 
actually prove to be an advantage for 
there are too many banks which are 
so dependent upon their chief execu- 
tives that they are virtually helpless 
without him. With full responsibili- 
ties periodically placed upon a junior 
officer he is readily qualified, in case 
of an emergency, to operate the bank 
without serious interruptions or conse- 
quences. 

I am one of those who practice 
what they preach. For many years 
I have taken a winter vacation lasting 
three months. I have long since come 
to a realization that I am not an in- 
dispensable man. My health is good 
and getting better! My assistant 
really enjoys being boss and I’m sure 
the others don’t mind, either. The 
bank, believe it or not, continues to 
function admirably during my absence 
and we are all better off in the process. 
I come home in the spring with a new 
lease on life and a desire, born of 
complete rest, to do things in a big 
way. I haven’t “‘gone stale” on the 
job and that ought to be worth some- 
thing to an employer. 

My winter vacations do not inter- 
fere with those of other employees. 
I am always around in the summer 
when they are away. 

Vacations, I feel, are intended for 
rest and recuperation. While change 
of scenery is beneficial in any event, 
I do not think there is much to be 
gained in the way of rest by loading 
the family into the car and trying to 
see how far one can go in the time 
allotted. 

I know that there are bankers every- 
where who will not agree with my 
philosophy, others who might agree but 
say that it is not for them, still others 
who would pose such questions as: 
*‘What do you do with the children?” 
“Dogs, cats, house and other things 
left behind?” ‘“‘What do you use for 
money to take these kind of vaca- 
tions?” The answers are easy. I 


know because I have done it for years. 
Let’s start with number 3—the one 
which looks the hardest. My salary, 
of course, is so much a year. I receive 
it monthly whether I am at home or 
on vacation. We have to eat wherever 
we are so I figure that it doesn’t cost 
much more to take it under a cocoanut 
palm or on a sandy beach by the ocean 
in Florida in February than it would 
behind my double windows in Michi- 
gan. It is largely a question of the 
transportation down there and back. 
Well, after all, you know, I am not 
burning any fuel oil at home while I 
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phone and I am also saving the 
winter’s wear and tear on my home 
with the resultant decorating bills. 
What if it does cost $100 or so to 
make the trip via automobile? My 
fuel bill alone is almost as much as that. 

Living quarters in Florida? High, 
I'll grant you. I can’t afford it, 
especially since the war. Maybe you 
could, but let’s assume that there are 
other “‘poor devils” like me who want 
to get the most out of living with what 
they’ve got. Please don’t laugh at 
me when I suggest a house trailer. In 
the trailer park where I go, which is 


am away from it. There is no tele- characteristic of many others, I had 
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Yes, there is an economical ledger 
paper and index card made with 100% 
cotton fiber. PARSONS LINEN LEDGER 
and PARSONS INDEX BRISTOL are tough, 
long-lasting, and don’t get dog-eared. 

They work well with all ribbons, 
inks and carbons, and have the finest 
writing and erasing surfaces. Constant 
use and erasing neither change the 
color of these ledger papers and index 
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cards, nor roughen their surface so that 
entries would smudge, ‘smear, or run. 

For permanent records to last in- 
definitely PARSONS LINEN LEDGER and 
PARSONS INDEX BRISTOL are the stocks 
to specify. And for deeds, contracts, 
important correspondence and other 
types of long-lasting records PARSONS 
BOND, 100% new cotton fiber, will 
more than meet your needs. 
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Manufacturers of BANK SUPPLIES since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES — 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS— 
CURRENCY STRAPS—BANK SPECIALTIES 











Printed in U. 8S. America 11-46 ’ 


neighbors who could buy out my bank 
and yours, too, and still have enough 
left over to buy a yacht or two. They 
enjoy trailer living in a warm climate 
like I do. We rub shoulders and go 
fishing together or sit in the sun and 
swap yarns. One of the Rockefellers 
was there, too, and the beach and 
ocean and sunshine that he enjoyed 
was no different from that which was 
mine. Strangely enough, last year 
there was a William Shakespeare in 
our trailer camp, -a Charles: Dickens. 
and even an Edison. One of my very 
good friends, occupying a trailer near 
mine, owns and operates a big and 
prosperous chain of restaurants in 
Florida. He sold his $25,000 town 
house only because he and his wife 
prefer carefree trailer living at the 
beach. Another neighbor is a business 
executive whose principal residence is 
a veritable mansion on Manhattan 
Beach in Brooklyn. Another is an 
appliance distributor back in Michigan 
while another is the largest manufac- 
turer in the world of kitchen cabinets. 
And that’s how it goes, but obviously 
there are others who, like myself, are 
here on the proverbial shoestring. 


WE have always brought our child 

" along. There are good public and 
private schools which enable him to 
keep up with his studies. The travel 
broadens his education, and the sun- 
shine and freedom from colds and 
other winter ills doesn’t hurt his health 
either. 

The house we shut up tight! Canned 
fruit stays in the basement where it 
remains unharmed. My hot water 
heating system, as well as the electric 
water heater and softener are. all 
drained and antifreeze dropped into 
the traps. 

The dog is “boarded out” to a 
farmer for a small consideration and 
even our winter birds are fed by a 
neighbor while we are away. We 
simply have a supply of grain delivered 
for him before we leave. 

Yes, I am a great booster for the 
sunny south. Florida has much to 
attract the winter visitor. There is, 
however, only one thing wrong with it. 
It seems to lack visiting bankers, the 
variety who come down from other 
states to “‘vacation.” Virtually every 
other trade and profession is profusely 
represented there: doctors, lawyers, 
industrialists, merchants, salesmen, 
farmers, factory workers, carnival 
people, all types, ages and nationali- 
ties, some wealthy, some broke, many 
in between. If all these people can go 
to Florida for recreation and rejuve- 
nation, why can’t some of the nation’s 
several thousand bank executives? 
I want somebody to “chin” with 
when I am there, somebody who talks 
my language. Plan to go this winter; 
I’ll be looking for you! 
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“When increased business caused 
us to relocate our quarters, we engaged 
your ability and reputation as America’s 
most experienced bank designers. Your 
scientific interpretation of vital banking 
appointments, the functional beauty of 
your architectural treatments have more 


than confirmed our confidence in you.” 


WILLIAM GEORGE BRUCE, PREs. 
AMERICAN STATE BANK—MILWAUKEE, WISCONSIN 


CAPITAL FUNDS: $1,027,000 © RESOURCES: $14,290,000 


o: 
Equipment Corp oration 


OF AMERICA 
NINTH & SIDNEY STS. ST. LOUIS 4, MO., U.S. A. 





THE DETROIT BANK, Detroit, Michigan, has long 
been a large and important user of Burroughs machines. 
Ilustrated is a small section of the Detroit Bank's 
mechanized bookkeeping department. 
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IN MACHINES 
IN COUNSEL 
IN SERVICE 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES +¢ NATIONWIDE MAINTENANCE SERVICE 

















Working in close cooperation with executives in all lines 

of business, Burroughs technical representatives are 
constantly alert to new trends in office routines and 
procedures ... are quick to sense new or changing needs for 
figuring and accounting equipment. As a result, Burroughs 
has consistently been first in meeting such needs with 
machines of advanced design, construction and operation. 


Today, more than ever before, Burroughs scientists and 
engineers are applying intensive research to the customer 
requirements of tomorrow—exploring the fields of 
precision manufacturing, new materials and new methods 

. .. @xpanding the horizon of business machine design, 
styling and application . . . combining broad vision and 
creative thinking with seasoned judgment and experience, 
to keep Burroughs first in machines . . . counsel . . . service. 
BURROUGHS ADDING MACHINE COMPANY - DETROIT 32 








¢ MACHINE SUPPLIES 


